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Wanted—a Ten Million Dollar Storm 


F great importance this 
O year is the first wintry 

weather to nationally sweep 
the country. Weather is perhaps 
the most mentioned subject in life. 
its importance to business this fall 
is tremendously significant. All in- 
dustries are in competition for the 
American dollar. Certain industries 
like the fur trades expect to get 
their share of the American dol- 
lar in the football weeks of the 
Fall. They were thrown for a loss 
on every Saturday up to No- 


and the more closed in uppers. 
There never was a time when the 
shoe industry was better prepared 
for an inclement season. Every- 
thing new in rubber protection foot- 
wear from cloth gaiters and spats 
through to patented fastened rub- 
ber protection footwear are ready 
for the big selling events of the sea- 
son. In a national survey, telegra- 
phically collected, these high points 
of style and of selling are to be 
noted: 


K. W. Watters & Son, Inc., Buf- 
falo, N. Y., wires: colder weather, 
with slight snow flurries, has de- 
cidedly stimulated our business. 
Brown and black suedes are in 
heaviest demand. Men’s buying is 
still slightly below normal, but our 
business as a whole is showing a 
healthy increase over last year. 


* * * 
The Potter Shoe Co., Cincinnati, 


Ohio, telegraph: business has been 
good, but lacks punch due to 





vember 12, and it is represented 
by a sum of money in the tens 
of millions. It is an axiom 
in that trade that you never 
make up the money you lose 
in sales by the hard weather 
that you might get after the 
turn of the year. 

There is no measure of the 
value of cold weather to gene- 
ral business, but there is a 
pretty accurate measure of the 
values of wet weather and 
snow storms to the shoe stores. 
A million pair of overshoes 
may move in a week of incle- 
ment weather previous’ to 
Christmas. So the first stormy 
weather of the year is of prime 
interest. In no section of the 
country have we had anything 
like the storms that hit the 
country a year ago this week. 
Nevertheless there has been 
an indication of severe wea- 
ther, and with it has come a 
public interest, not in over- 
shoes alone, but in heavier 





Los Angeles Leads— 
Gay Topped Galoshes Sell 


In Los Angeles recently it rained 
and women broke another precedent, 
upset some of the wise dope and ex- 
hausted stocks of rubbers—all in one 
afternoon. It was once said that 
rubber footwear would go begging in 
this city. But when the better stores 
showed the nifty new galoshes and 
boots they sold them like the well- 
known hot cake. One store cleaned 
out more than 500 pairs before three 
o'clock. All along the street one 
could see the girls and women trip- 
ping gaily in the rain wearing fancy 
topped rubber boots, gay topped 
galoshes and an occasional pair of 
the old fashioned, staple rubber 
slip ons. 





unseasonable weather. Cold, 
wet weather stimulated sales of 
galoshes, Wellington boots and 
shoes. Top colors are black and 
brown in suedes, and smooth 
leathers. Types are straps, ties 
and pumps. Heavier weights in 
men’s have shown an increase. 


* * * 


The Robinson Shoe Co., Kan- 
sas City, Mo., reports: we have 
not had winter weather to sti- 
mulate sales in overshoes and 
shoes, although slightly cooler 
weather has improved business. 
Black patent and suede are 
leading sellers. Brown kid, 
brown suede, black satin li- 
mited sales. Brown calf leading 
in ties, with black calf in good 
demand. Reptiles, especially al- 
ligator, genuine and imitation, 
have been good. Men’s heavy 
weights in fair demand. 


* * * 


C. M. Stendal, Minneapolis, 
Minn., says: business good. Cold 








footwear of the oxford type 
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weather stimulated sales in over- 
shoes and shoes. Pumps, ties and 
straps best sellers in brown and 
black. Men are buying heavier 
weights. 

* * * 

The Fontius Shoe Co., Denver, 
Colo., wires: weather in Denver has 
been like summer, but business has 
been splendid. Undoubtedly cold 
weather will stimulate sales in 
overshoes. We are selling sixty- 
five percent black with balance in 
brown. Ties and pumps leading. 
Heavy weights for men going good. 


* + 
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toward the stimulation of the re- 
tail shoe business. Patent sales 
have dropped quite a bit and suedes 
have taken quite a rise. Combina- 
tions made of leathers of the same 
color are moving well but two-tone 
combinations are being practically 
unnoticed. Black in practically all 
leathers is the big color mover. 


* * * 


— 


Black patent and black suede are 
running practically neck-and-neck 
at the Daniels Shoe Company in 
Cincinnati. Alligator sales have 


says lots of them will be sold with- 
in the next two weeks. 
* * oa 

In Boston women’s galoshes, in 
many of the new novelty patterns, 
are beginning to move in shops 
which have been putting a few pairs 
in their windows during the past 
two or three weeks. One merchant 
reported that a woman passing by 
his store immediately -after the first 
day of the colder weather last week, 
and seeing one of the new over- 
shoes displayed, came in and bought 
a pair for herself and a pair for 
each of her four children. 
The sudden drop in the tem- 





C. Ludebuehl, Pittsburgh, 
Pa., telegraphs: Pittsburgh 
has had its first touch of 


cold, wet weather, which e™ oO . 
has almost doubled the re- “ o Winter Boots 
q 


tail shoe business upon such 
days. In our women’s de- 
partment black shoes head 
the list. Reptiles, especially 
alligators and shoes in dark 
tan and brown, are in de- 
mand and selling. The sale 
in pairs of light, airy shoes 
have fallen off. In our men’s 


department black shoes are R 


selling seventy-five percent. 
Heavier weights in oxfords, 
also boots, are selling up to 
our expectations. 


. Y = 


M. M. McCain, The Shoe 
Mart, St. Louis, Mo., reports: 
business up to the present 
time has been good. Prospect 
for winter season dependent 
on cold weather and snow. 
Recent cold snap here was 








J but 


display alone. 


the next day.” 


~ tor Women 


H. White Co., recently. 


Boston — “Somebody 
has said that women’s 
boots were never coming back, 
I beg to differ with that some- 
body,” said C. H. Beall, shoe buyer for the 
“The high 
style sport boot, which I introduced in six 
smart leather combinations, at 
sold to the tune of 75 pairs the very first 
day they arrived, and that from an inside 
A newspaper ad, and a 
special window, linking up the model with 
the dress sports ensemble, sold 100 pairs 
At the time Mr. Beall was 
interviewed—2.30 p. m. on the third day 
of “The Swanky-Tri-Way Sports Boots” 
début in Boston—Mr. Beall said that it 
looked like 200 pairs sold that day. 


$12.50, 


perature on Monday of last 
week, with a little snow on 
the ground in the suburbs, 
made the public think more 
strongly about buying heay- 
ier shoes and gaiters. 

The children’s trade on 
shoes and hosiery was es- 
pecially good. Slippers in 
felt, leather, and satins are 
in demand. The strongest 
call here is for suedes, with 
some stores finding their 
stocks on these numbers low 
in required sizes. Most mer- 
charts, however, have large 
stock of shoes made from 
other materials, and have 
been holding special mark- 
down sales to move these 
stocks more quickly. 

Men’s shoes are being dis- 
played attractively in store 
windows, beside sport hosi- 
ery and spats, and in some 
cases, beside neckties, belts, 
canes, and other accessories. 
One new hosiery model for 
men in a wool sports pattern 


eee 








great stimulant to shoe and 
overshoe business. Large in- 
crease in galoshes and rubber goods 
shown on these days. Low top, tan 
shade best in overshoe demand. In 
footwear, patent still outstanding 
with forty per cent of the sales in 
brown kid and suede combination. 
Twenty-five per cent in black; fif- 
teen per cent in satin; five and re- 
mainder miscellaneous. We are 
optimistic regarding November and 
December with present business 
showing nice increase for the 


month. 
* * * 


Harper Shoes Co., Philadelphia, 
Pa., writes:—men’s business slight- 
ly better. Some heavier weights. 
Blacks seventy percent medium and 


dark tans. 
* * * 


In Cincinnati—A week of cold 
weather has contributed greatly 





been on the decrease for several 
weeks and very few are moving at 
present. Lizards are dying fast at 
the Daniels Store. Patent and suede 
combinations are very good sellers 
but other combinations are on the 
standstill. 
* * * 

Anything with suede on it is 
moving well, according to A. E. 
Gerhardt, Manager of The Denton- 
Jonap Company Cincinnati. Suede 
is better than patent at present and 
Mr. Gerhardt said that alligator 
sales are getting to be few and far 
between. The step-in pump has 
been the best pattern mover since 
opening of the season, Mr. Gerhardt 
reported, although straps are very 
good and ties are selling better. 
Galoshes and Russian Boots started 
moving during a couple of rainy 
days last week and Mr. Gerhardt 


was ornamented at the top 
with a tassel, made of vari- 
egated wool. Among the new 
models in men’s shoes are heavy 
Russia calf numbers, with extra 
thick single soles, broad toes, wing 
ties and straight tips. On some 
of the men’s new shoes, stitching 
is used for a decorative motif—on 
other styles, a plainer pattern of 
upper prevails. Grains are promi- 
-enently featured. 
* * * 

John Holden, Oppenheim Collins 
& Co., New York, reports: Cooler 
weather has aided us in exploiting 
Swanky boots, which are now ¢0- 
ing over big. In regular footwear, 
suede is growing stronger, and 
patent, while still a good seller, is 
slowly falling off. 

* * * 

Sak-Herald Square, New York, 
reports: Suedes came into their 
own with colder weather. 
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“SPECIAL SALE” on the oc- 
A casion of an anniversary is 


good business. Announced to 
the general public through a succes- 
sion of well-written newspaper ad- 
vertisements, an anniversary with 
its attendant “Special Sale” will 
prove a success and will mark your 
store as progressive. Customer 
prospects, after reviewing the an- 
nouncements in the papers and ar- 
riving at your store to find real 
values, will give you their good will. 
They are immediately put in a most 
favorable mood to patronize future 
anniversaries as well as to visit your 
shop between times. 


ENDING out direct mail matter to 
S a selected list of customers, in 
addition to newspaper publicity, 
should be productive of additional 
results. But with the newspaper ad- 
vertisements and the direct mail pub- 
licity most anniversary celebrations 
stop; and the merchant does not 
pause to consider that those who 
bought his shoes at the anniversary 
sale at greatly reduced prices were, 
for the most part, his regular cus- 
tomers who, later and during the 
year, would have bought the same 
goods, but at regular prices. In other 
words, this shoe merchant’s anni- 
versary and “Special Sale” have not 
appealed to the right type of person 
—to the maximum number of pros- 
pective accounts. 

But there is something else be- 
sides a special sale, news- 
paper advertising and di- 
rect mail publicity. There 
is another form of public- 
ity available to any retail 
shoe merchant with vision 
and ability. Something 
for nothing? Yes, that is 
just it. But not merchan-_ | 
dise for nothing! Let me | 
explain something of this | 


® 


— 
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Make Your Anniversaries Work 
A Leaf From the Book of a Jeweler 


By ROBERT K. DORAN 


“Indirect Advertising” by telling a 
little story. 

In Buffalo, N. Y., there is a Kay 
jewelry store and the Kay thirteenth 
anniversary, held recently, called for 
something special, thought Nat 
Drobner, the manager. Of course, 
he had planned on some good adver- 
tising in the local papers and much 
direct mail publicity. But he wanted 
to do something whereby the Kay 
company would not only appeal to 
the minds and purses of the people 
but would also tug a little bit at their 
heart-strings. He finally hit upon 
the idea of having a theater party— 
minus speeches, sales talks or any- 
thing that savored of money or 
business. 

Nat saw the manager of Shea’s 
Hippodrome, which has a seating 
capacity of 3500 and which is one 
of the largest and most popular 
vaudeville and motion picture thea- 
ters in the East, and rented it for 
two hours, from 9 until 11 o’clock 
on the morning of Sept. 10, the an- 
niversary day. He then made ar- 
rangements with the Shea man- 
agement to provide its regular 
entertainment of pictures and vaude- 
ville for Kay guests. The main fea- 
ture was an Hawaiian act which Nat 
made over into Kay’s Karnival 
Komedy. 


AT then went ahead with his 
special newspaper advertising. 
Some editions carried full page ads 


ANNIVERSARY | 
| ANNIXERSARY |, 
















| 











announcing the Kay thirteenth anni- 
versary and its attendant “Special 


Sale,” which would commence on 
anniversary day and continue for 
a whole month. “Thirteen” was 
stressed in all advertisements, to- 
gether with the picture of a black 
cat. The general public was in- 
formed of the many things that 
could be had at Kay’s for the figure 
13. They could have a 13 per cent 
discount and would be given thirteen 
months to pay for merchandise. A 
multitude of 4-inch ads ran in the 
local papers showing a big black cat 
on the left and the following text: 

“What’s It All About? 

“Watch This Paper for the Kay 
Sensation.” 


FEW days before anniversary 
day, Nat got busy on his mail- 
ing list and 13,000 neatly engraved 
invitations were sent to as many 
present and former Kay customers. 
They stressed the fact that “this is 
not an advertising feature. No mer- 
chandise will be sold at the theater, 
nor will there be any sales talks 
made. This performance is given 
for the customers and friends of the 
Kay store in celebration of the Thir- 
teenth Anniversary. We want you 
to be our guest. The regular pro- 
gram will be shown.” 
An admission ticket accompanied 
each invitation. 
By 8:30 on the day of the show 
the crowd had reached such propor- 
tions that the police had all 
they could do to take care of 
things. Long before the per- 
formance started every seat 
on the main floor and balcony 
was occupied and men, women 


v¥ ™ 
Lye and children were banked in 


the aisles and in the lobbies 
to the rear of the seats. Over 
five thousand people crowded 
the immense playhouse; and, 
| CONTINUED ON PAGE 148] 
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SLIPPERS fon GVER/DODY 








From babf, who coos with delight as 
she proudly points to her first Christ- 
mas slippers, to grandmother, .who 
will so thoroughly appreciaté your 


thoughtfulness, every. one in your 

Zi family circle will welcome so useful, 
so practical a gift as comfort slippers. 
And here at (Store Name) is a collec- 
tion of Christmas slippers that makes 
‘choosing a pleastire, rather than a 
task. 

(Description and Prices) (Description and Prices) 
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Yuletide In Your Advertising 


Turning Staples Into Christmas Presents 


The gift one enjoys giving is 
one that is received with obvious 
- pleasure—one that conveys a mes- 
sage of thoughtfulness and genuine 
effort to please. 
Such gifts are here—gifts from a man 
to a woman, or a woman to a man. 
They're not expensive, yet they express the 
true spirit of the season. 


For Him 


SHOE RECORDER were pictured many 

costume accessories, at least some of 
which may profitably be carried by re- 
tail shoe stores, particularly during the 
approaching holiday season. 


This recommendation, however, should 
not be construed to mean a let-down in 
efforts to sell regular lines of merchan- 
dise. Shoes, slippers, overgaiters, hosiery 
—these we have always with us. They 
are the bread and butter of the retail shoe 
trade and have an increased saleability 
at Christmas time in common with many 
other articles of merchandise. 


Suggestion is the biggest force in holi- 
day selling. Literally thousands of peéo- 
ple go wild every year trying to figure out 
what to give this, that and the other 
relative. They scour ‘the advertising 
pages of every newspaper, not in search of 
bargains, but in search of ideas—at al- 
most any price. 

With this in mind, we give on these 
two pages suggested Christmas advertise- 
ments designed to sell the merchandise 
carried throughout the year by a vast ma- 
jority of retail shoe stores. 


There is an advertisement on slippers 


[: the Oct. 15 issue of the BooT AND 





could mean more to you in comfort and lasting 
satisfaction. 


You may want a new pair of dress shoes for the 
holidays—we have 2 wonderful assortment. You 
may want some new street shoes. Whatever style 
or size you may want, you'll find them in abundance 
here in our store. 


We guarantee a perfect fit and your complete satis 
faction or your money back. 




















November 19, 1927 


FALLEESE FITILTTITIEL 


Give Him Slippers 
for Christmas 


Put a pair of fine slippers by his bedside on 
Christmas Eve and let him discover them in the 
morning. He'll appreciate them, especially when 
he sees (Store Name) label on them. He knows 
it’s a mark of quality. You'll find practically 
every desirable style here, including slippers to 
match dressing gowns; and they’re all mod- 
erately priced. 


Hosiery 
for Men’s 
Gifts 
Silk or wool or lisle hosiery in a splendid variety 


of effectivedesigns or plain colors—qualities that 
make,.them extra acceptable as gifts. 


Sone Nameplto Hove 


Christmas advertising 
should be prepared long 
in advance, so that it may 
be released to the news- 
papers with the first hint 
of holiday buying. Pre- 
paring it in advance, also, 
has another definite ad- 
vantage in that it insures 
a better looking adver- 
tisement than could pos- 
sibly be the case with one 
thrown together at the 
last minute 
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for every member of the family, one 
on slippers and hosiery for men, one 
on gifts for women of gaiters, over- 
shoes and silken hosiery. This last 
could easily be expanded to carry 
evening slippers and other articles 
of merchandise. There is an adver- 
tisement for children only; a double- 
barrelled advertisement covering 
gifts for both men and women; and 
an advertisement, subtly humorous, 
suggesting that every man give him- 
self a present of a pair of shoes. 


This last is quite apt to strike an 
answering chord in the heart of the 
man who, for years past, has spent 
an unhappy Christmas thanking his 
family for unwearable neckties, non- 
lightable cigar lighters and rainbow 


socks. 
* * * 


Through its affiliation with the 
United Publishers Corporation of 
New York City, the BOOT AND SHOE 
RECORDER is enabled to offer these 
advertisements as well as many 
others in form suitable for news- 
paper reproduction. If interested in 
this complete service, inquiry should 
be made to the Merchant-Economist 
Shoe Service, 239 West Thirty-ninth 
Street, New York City. 





SO FO FE FO FO Fe FO FE FE El We We 


For the Children’s Merry Xmas. 


Sakes O’Goodness, can’t you remember how a new pair 
of shoes delighted you when you were a youngster? Of 
course they like some candy and some toys—but you can 
be certain that such gifts as shoes, slippers, boots or leg- 
gings will be a source of much genuine pleasure to the 
children. 





4) b- 
dit . — ae 
CG rs FOR WOMEN 


/ / 4 Af u/y 
Gan fy cklected Stlugys Meloome 


nie , 
i) Save your time and temper, Mr. Busy 
 ©=Man—likewise, avoid all uncertainty 
tn that your offering will be acceptable. 
(Store Name) is the haven for harassed males, 
where you tan invest little, or more—make selec- 
tions quickly and surely—and choose for every 
woman you wish to remember at Christmas time 
in a pretty, practical way. 


(Description and Prices) (Description and Prices) 


(Description and Prices) 


(Description and Prices) 


Store Nameplate Hore 


BTA DADADADADADADADADADADI 


Many an anxious hour 
is spent cach year by re- 
tail shoe merchants in 
planning the Christmas 
dress of their store in- 
terior and their show 
windows. The appear- 
ance of your advertising 
is just as important. It, 
too, must breathe the 
spirit of the day if it is 
to be efficient in its sales 
appeal 
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Now Move the Shoes 


HERE are new tricks in the trade to study 

each season. For years and years the shoe 
stores of this country have suffered from the loss 
of sales in the holiday season. Most merchants 
took it as a matter of course that the money would 
be spent in the arts of useless gift giving. Most 
merchants took it for granted that the public 
needed its money for presents and such things and 
had little interest in shoes. 

As a result the month of December has never 
meant very much to the shoe stores of this coun- 
try. The larger stores in cities and towns might 
try other specialties to tease a dollar out of the 
public purse. Most shoe stores now feature ho- 
siery, ornaments and leather goods that are closely 
allied to shoes; purses and belts that match. 

A great stand-bye at the Christmas season was 
the sale of house slippers for gift purposes. But 
ever since the drug store and the Christmas shops 
have been selling cheap slippers there hasn’t been 
much opportunity for Christmas profit in ordinary 
standard slippers in shoe stores. In the good arti- 
cles the shoe store can make real money through 
these extra sales. No store should be without 
them. They add a spice to the season’s business. 

But the point we wish to emphasize is that a new 
psychology of Christmas shoe selling is developing. 
All over this country big department stores and the 
like are holding November and December clearance 
sales. These stores figure out that the public has 
money to spend in these months. 


Merchandise managers are always looking at 
the sum total of their inventories. They know that 
through increased volume they can make the first 
profit in discounts and the second profit in the 
higher totals of sales. The net profit per unit 
isn’t really at stake. 

Therefore, this year look for hundreds of big de- 
partment stores and big distributive organizations 
to clear their goods previous to Christmas when 
the public has the money. The holiday season is 
the time of the year when the cash money of the 
country comes out of banks, stockings and nest 
eggs. 

To get that cash money al] merchants in the past 
sold their goods at regular prices, or at even better 
mark-ups than usual. Then someone tried the “old 
army game” through a misplaced clearance sale. 
The results were phenomenal and now the same 
thing is going to be tried the country over. 

We are just picturing the situation as it is with- 
out any definite recommendations. 

There are communities in this country that have 
holiday weeks of great profit in shoes. It would 
be a pity to change that situation. 

There are, however, other communities where 
the shoe merchant is left, by the wayside, as the 
customer spends most of the money in the gift 
shops. 

In still other communities it is going to be neces- 
sary to fight fire with fire. If the whole town goes 
wild on_pre-Christmas clearance sales, it is almost 
folly for that merchant to stick to his prices and 
hope that here and there he will get a customer on 
regular shoes. 

If we are in for a period of fierce competition 
for the American dollar, of all stores battling in 
the ring, then the shoe store can put up a wonder- 
ful fight, because it has plenty of shoes to sell be- 
fore inventory taking. 

It is well to watch carefully the fight for the 
American dollar in your town. Every shoe store 
merits a bigger part of that dollar in the six weeks 
up to Christmas. 

There are a w* ste ai the shelves of 
shoe stores in .us country. Up to Sept. 1 there 
were manufactured 20,000,000 more pairs of shoes 
than were made a year ago. The month of August 
shows the highest peak of shoe production in any 
given month in the history of shoemaking. The 
second highest peak was the month of September. 
The figures also reveal an increase in imports of 
2,000,000 pairs. Speculation has helped to de- 
velop these high totals. Fear of price increase has 
brought about part of this increased shoemaking. 

Nothing in the month of October and the early 
weeks of November has appeared to show an in- 
creased sale at retail. It looks as though the end 
of the year would show an increase of inventories 
in the majority of stores in this country. 
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The big thing today to do is to move the shoes. 
There are left six weeks of buying by the public. 
Many big disbursements of money in cash will oc- 
cur between now and Christmas. Big corpora- 
tions have declared some wonderful dividends. 
Christmas club moneys will soon be made payable. 
After a lean-money fall there are indications of a 
brisker spending winter. Study carefully by what 
method you can best move the shoes before the 
turn of the year. The time to make the hardest 
fight for the dollar is when it is most freely spent. 


Better Bargain Basements 


SIGNIFICANT change has come about in the 

theory of bargain basement shoe selling. For 
a long time the gas pipe racks in the dirty base- 
ment have been an emblem of “the most for the 
money.” The dingy basement that had no other 
use was converted into a cheap shoe section and 
was fitted out accordingly—long benches, shoes in 
piles and everything cheap, cheap, cheap. 

The bargain basement wasn’t considered any 
good. Old fixtures were considered good enough. 
What is termed “grief merchandise” only was sold. 
The basement was only considered good enough 
for the cheap class of customers—the “shawl 
trade.” The middle and better classes wouldn’t 
be seen there. 

Now we havecome to GY 
the time when it may 
seem extravagant to 
put good lighting, ven- 
tilation, good fixtures 
and equipment into 
basements, but when it 
is possible to develop 
a sales volume in base- 
ments with a greater 
speed than can be done 
up stairs, there must 
be a change in meth- 
ods. Such merchandise 
as will give the pu'ic 
the most for cash 
money, without service 
of fitting, etc., cannot 
be bovght with the 
carelessness that it 
once was. 

Now it takes a spe- 
cial man, or men, buy- 
ers, merchandisers and 
advertisers to sell these 
grades of shoes. The 
advertising is in sepa- 
rate space in the pa- 
pers, and is oftentimes 
more intelligently han- 














* * 


Ct = a, 
The ‘Reason Why 


A. H. BENOIT & CO. 
Portland, Me. 


Last year we took three trade magazines per week. 
This year we are taking only the Boot AND SHOE 
RECORDER, and find that we are able to obtain as 
much information in that one weekly as we got from 
all three last year. 

I look forward to it each week, and I am able to 


obtain valuable sales information. 
'co keeps me in touch with what is new in shoes. .* & « 
vee hove received the Recorper for about seven 
years now and would not be without it. 
Yours very truly, 


(Signed) 


We thank you, Mr. Hodsdon. 

And we shall certainly do our utmost to keep 
the REcoRDER so up-to-date and interesting that 
some day you can join our Quarter Century Club. 


Gute 6 Ten. ! 
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general advertising copy. If price is the big idea, 
the thing to do is to play it up so that it will inter- 
est the economically minded person. 

What does the future hold for bargain base- 
ments? First, a freshening up. The bargain base- 
ment that does a hundred-thousand dollars’ worth 
of business, can afford to put in $3,000 worth of 
paint and fixtures. If the future is going to bring 
about an enlargement of economy basements, then 
they must be separated into divisions and made 
more attractive to the person who buys for cash. 

One of the first things to do is to change the 
name. One store uses the name “Spanish Gal- 
leries,” knowing full well that the customer knows 
that it is an economy basement. There is vast 
room for improvement in bargain basement mer- 
chandising methods, because the person with cash 
who wants the most for the money should receive 
real attention. 


Pick a Good Number 


HE standard of style is good taste and the 

problem of profits is in having the thing so 
attractive as to make a number of sales on sizes 
and widths to bring a profit. You cannot have good 
taste in sixty styles and sizes as well—you might 
get both in a half dozen numbers that are care- 
fully selected and prop- 
erly sized. You can 
take the insanity out of 
the style game by one 
method alone—the 
right style at the right 
time in the right sizes 
and at the right price. 
You can do this on a 
few style numbers but 
not on many. Some 
one of the four requi- 
sites will be missing if 
you spread your styles 
out too thin. 








The RECORDER 


The average woman 
wants to be helped in 
her shoe purchases just 
as she is helped by her 
dressmaker or milliner. 
She usually wants a 
shoe to go with a cer- 
tain dress. She has a 
pretty good idea of 
what she wants before 
she starts out to shop. 
Finding out right at 
the start what her ideas 
and wishes are will 
help to win her trade. 


J. R. HODSDON 


* 


President. 























OMEONE has said that the 

greatest thing in the world to- 
day is an idea, and we believe 
this to be true, because all the prog- 
ress of the past, the wonderful 
things that man is doing today, and 
the still greater things that will be 
done in the future are all the result 
of ideas crystallized into action. 

This Service Idea is old, old as 
time, and yet it is just as potent in 
its possibilities, and perhaps more 
so, today than it ever was in the 
past. 

What is Service? Really, I some- 
times wonder if we folks in the shoe 
business really know. Is it the trad- 
ing of shoes for dollars, with “thank 
you” and perhaps a grin thrown in 
for good measure? Is it attractive 
fronts? Beautiful stores? Inviting 
displays? Value merchandise? Com- 


fortable seats? Courteous  sales- 
people? Yes! It is all this and 
more. 


It is the biggest thing in life to- 
day, for we have come to know that 
service well rendered, whether by 
groups or individuals, is a marker 
that will direct our footsteps along 
life’s highway toward that intangi- 
ble something that we are pleased to 
call success. 

The whole world is busy trying to 
improve its service. We are build- 
ing bigger, better, more attractive 
churches with gymnasiums, with 
stages for plays, installing picture 
machines and _ recreation rooms. 
What for? In order that the church 
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A Little Service—Please 


By John R. Grigg 





John R. Grigg, the author of this 
article, is one of the right-hand men 
of Stephen J. Brouwer of the S. J. 
Brouwer Shoe Co. of Milwaukee. To 
him has been intrusted, in large 
part, the development of the service 
idea which has done so much to make 
this company one of the leaders in 
the retail shoe world. In this arti- 
cle he develops the theme that, after 
all, service and friendship are 
synonymous—and proves it by citing 
some mighty interesting examples. 





may render a better service to its 
community. 

Our great modern hotels are a de- 
light and comfort, and what is their 
slogan? “Service.” 

Some time ago the St. Paul Rail- 
road had on display in the Milwau- 
kee yards a model of their new de 
luxe train, the Pioneer Limited, and 
what were they trying to sell to the 
public? Iniproved service. 

Today we are doing things that a 
few years ago would have been un- 
dreamed of, and I wonder, if in this 
program of more comfort, more lux- 
ury, more free service to the public, 
we are not losing sight of the most 
potent element, that of human 
friendship. One of the best defini- 
tions for service that I have hap- 
pened to run across was in an article 
that appeared in the BooT AND SHOE 











RECORDER, which went on to say, in 
part, that a fine example of service 
is demonstrated at the gasoline fill- 
ing station: 

“You drive up and ask the smiling 
young man for five gallons of gas. 
Not only do you get five gallons; you 
get fresh air, water in your radi- 
ator, road directions, as well as 
courtesies of the very finest quality; 
also this congenial young man wipes 
off your windshield, your radiator 
cap, your gasoline gage, dusts your 
foot rug, and politely but firmly de- 
clines to take a tip—that’s Service.” 

It means giving just a little more 
than five gallons of gas; it means 
doing for a tourist or callous driver 
something he has not asked for or 
does not expect, it surprises and 
delights; even you will say, just the 
kind of service I should be giving in 
my own business, but somehow we 
don’t seem to get it done; and I won- 
der if we are not so busy with our 
worries about what has happened, or 
is happening or may happen, that we 
are neglecting to take advantage of 
the privileges and opportunities 
that are ours today. 


CHAIN is no stronger than its 

weakest link, and business can be 
no greater than the man at its head. 
Charity begins at home, and it is the 
same way with this Service |:ea. 
You can render no better service 
than that given by your poorest 
salesperson, and service should be- 
gin at the head of the organiza‘ion 
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and run all the way through, and it 
should begin at home by every one of 
us doing what we can to improve the 
quality of the service that we render 
to each other within our own indus- 
try; better service to ourselves. 

How? 

First, by understanding that we 
are all one big family with the same 
common interests, that we are per- 
plexed by the same problems and 
have the same high hopes and ideals. 
We can improve the service within 
the trade by learning to think of our 
relations to the group rather than to 
the unit, instead of thinking in 
terms of tanning or manufacturing 
or wholesaling or traveling or re- 
tailing. Let’s think of the industry 
as a whole. 

It seems to me that the finest type 
of this kind of work is exemplified 
by our trade journals, which are ren- 
dering a very definite and helpful 
service to the trade in general. 

A manufacturer shipped to a large 
number of his accounts one of these 
trick strap slippers; no sooner were 
these shoes out than they began to 
have trouble with them. The straps, 
it so happened, were set at the 
wrong angle, and the shoes were dif- 
ficult to fit. As soon as the manu- 
facturer discovered this he wrote to 
every dealer he had shipped shoes 
to and asked them to return the 
shoes at his expense—that is Friend- 
ly Service. 


MERCHANT had = contracted 

early for a certain kind of shoe 
to be delivered over a six months’ 
period. After he received the first lot 
of shoes, he discovered that the 
manufacturer was losing 15 cents on 
every pair he shipped, and in placing 
his next order he asked that they be 
priced at a figure where the manu- 
facturer could get out. He was a 


BOOT AND SHOE 


RECORDER 


“Salesmanship, being interpreted, 


means Service. Service, being inter- 


preted, means Friendship—the give 

and take of good fellowship, an 

earnest desire to serve, the willing- 
ness to give as well as to get.” 


smart merchant, for he knew that he 
could not long hope to retain satis- 
factory relations with any factory 
unless their transactions were mutu- 
ally profitable—that is Friendly Ser- 
vice. 


BUYER was approached by a 

young and inexperienced sales- 
man who began to try and tell his 
line by the wrecking method, quoting 
prices, and discrediting a well known 
competitive line that the buyer was 
already using. Of course he was in 
bad with this buyer at the start, but 
did the buyer throw him out? No; 
he sat down and went over the other 
line with the young man and then 
took up point by point with him the 
kind of service that a buyer likes to 
receive from a salesman; tried to 
make him see what he would have to 
do to become a worthy representa- 


-tive of the fine house that had sent 


him out—that is Friendly Service. 

A successful merchant in one of 
our larger cities has built a fine busi- 
ness by working from the inside 
through his salespeople. Every day 
he jots down the little things that he 
sees happening in the store, and the 
next morning he gets the boys to- 
gether and in a quiet, friendly chat 
they talk things over. Always he 
comments on things well done, and 
sees to it that his criticism is al- 
ways constructive—that is Friendly 
Service. 

A lady came into a retail store to 
return a pair of shoes. She was 
nervous, irritable and looking for an 
argument, and wanted a refund. He 
was a real salesman, that young man 
who sat quietly by and listened to 
her story and then sympathized 
with her, told her she had evidently 
had a hard morning, told her he 
would not even ask her to look at 
another pair of shoes, told her that 


she could have a refund if she so 
desired; but he suggested that she 
leave the shoes with him, and then 
some morning when it was con- 
venient, if she would call him up he 
would consider it a privilege to help 
her solve her shoe problem. 

Did she fall for this? Why, sure 
she did. Whereas she had come in 
that morning ready to swear at the 
store, now she swears by it, and is 
a steady customer of the store and 
of the salesman—that is Friendly 
Service. 


F we want to think of service 

from a retail viewpoint we must 
of necessity think of our salespeople, 
and it seems to me that we folks who 
happen to be store owners or man- 
agers or executives are making a big 
mistake if we are not giving to our 
salespeople the benefit of any train- 
ing or knowledge or experience that 
it may be our good fortune to pos- 
sess. We should not lose sight of 
the fact that every man, woman or 
child connected with an institution, 
a business or a home IS that in- 
stitution, business or home in the 
eyes of the people with whom they 
come in contact, and we should re- 
member that day after day our store 
and our store policy and our service 
is being judged by the contacts that 
people have with our salespeople, 
and, remembering this, let’s get 
closer to our own store salespeople; 
let’s try to understand and appre- 
ciate them, and when they make mis- 
takes show them where they are 
wrong, and when they are doing 
well don’t forget to tell them about 
it, for we all, every single man 
among us, likes to be appreciated, 
and you will find that a little praise 
mixed with friendly criticism will 
build for a bigger and better service 
within your own organization. 
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In this Store they Sold Shoes 


At anv rate the 
good features of 
the shoe can be 
pointed out and ex- 
plained 


by Demonstrating them 


the height of luxury in 

shoe stores had _ been 
reached, but one opened re- 
cently in Universal City that 
struck a new note in beauty, 
novelty and wit. This place 
specialized in dancing pumps, 
and among the major require- 
ments of a would-be salesman 
in this very ultra store were 
those of good looks, charm 
and dancing ability! The 
point was that these favored 


I: would have seemed that 


young men were supposed to dance 
with their patrons to point out to 
them the practicability of the shoes 
they were selecting. A three piece 
orchestra was employed in the store, 
and between the saxophone’s wails 
of “Blu-u-u-e Baby, Why Are You 
Blue?” phrases could be caught— 
“Your eyes are divine—er—aren’t 
the shoes nice?” “Oh, boy! you're 
some little dancer—with these shoes 
on, you'll win every cup they have 
to give.” 

And apparently the shoes were 
very nice, because they sold 
every time! 

This store, by the way, is 
unfortunately not open to the 
public—in fact, it was in ex- 
istence only long enough for 
the sequence taking place 
there to be made—in other 
words, it was a shoe store for 
a scene in a movie. It will 
be seen in “The Fourflusher,” 
a Universal picture with 
Marian Nixon and George 
Lewis, that tells the story of 
the peppy younger generation 
in business in a smal] town. 


PT 


Dancing shoes have spe: 

quirements of their or 

maybe the demonstration 

method isn’t so crazy 
sounds 
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It Couldn’t Be Done 
But He Did It 


The Story of a Dumb Young Man 


Got know a man does 


November 19, 1927 


There are too many stores 
fighting for the cheap trade. 
It has been my policy to step 


Something in this story of “Ted” Huggins 
by R. L. Prather reminds us of a poem by 
Edgar Guest concerning the strangely suc- 
cessful career of the young man who, not out as far as possible from the 
knowing that he was tackling an impossi- competition of what is known 
bility, “buckled right in and did it.” He 8  popular-priced merchan- 
was that dumb. No one ever had classi- ‘dise.” Again he spoke the 
fied “flappers” before and bought shoes to Words that mean volumes in 
fit each class. “Ted” didn’t know that, successful merchandising. Get 
however, so he went ahead and did it— WY from all competition and 
and it worked. No one in his town had _ *€ individual. 

ever dared sell really high priced shoes be- Asked how he handled the 
fore. But “Ted” marked some of them as matter of selecting shoes and 
high as $50. Did any one buy them? styling his stock, he let us in 


; . yises icies w 
Sure. Just another innocent little impos- on one of the wisest policies we 
: know of today. 
Interesting 


not know that a thing 

cannot be done, so he goes 
right ahead and does it. In 
other words, he has a well-de- 
fined idea that it can be done 
notwithstanding tradition, 
precedent and a lot of other 
stuff. 

This is the story of “Ted” 
Huggins, 25 years of age, and 
already a veteran of three and 
a half years of successful shoe 
merchandising. Ted did not 
favor the shoe business. His 
father tried for a long time to 


sibility trampled in the dust. 


with 


induce the boy to come into the 
business with him. But the 
youngster favored agriculture. 
He went to agricultural college with 


yarn, this. 


that had been doing business in 


“I associate persons 
shoes. There is no reason why 
shoes should not have person- 


ality. A certain type of shoe for a 


the determination to become a Pasadena for many years. He set a certain type of a person. When I 
farmer—“rancher,” as it is called new policy and a new mark to shoot look at samples and see a shoe that 
dance in California. One day he came at. It was to be a high class store, suggests to my mind a certain type 
out to home to a football game and some- featuring high grade, higher priced of girl or woman, I immediately call 


shoes 
- piece 
store, 
wails 
e You 


thing about the shoe business made 
a sudden appeal to his imagination. 
Asked what it was that finally sold 
him on the shoe business, he replied: 
“Well, I like people, and I found that 


shoes for the young trade. He passed 
up all effort to sell so-called medium 
grade merchandise. He threw out 
a lot of lines that had been selling 
fairly well at low prices and stocked 


it in my mind a Dorothy type, or an 
Ethel type, or a Sussanne type. I 
associate that shoe with a clientele 
that I know will come into my store 
looking for the new things in foot- 


ight— I got contact with them in the shoe in their place lines that would rate wear. I never buy a shoe in case 
aren't business.” much higher in the fancy of the lots or in any fixed run of sizes or 
you're young set. He knew his trade per- widths. If it appears to me as a 


shoes 
r have 


were 
y sold 


yay, is 
to the 
in ex- 
xh for 
place 
other 
yre for 
[t will 
isher,” 
with 
yeorge 
ory of 
ration 
ywn. 


IGHT there he gave expression 

to the keyword of success. A 
man must like people if he is to win 
his way in any business. 

After six months in the store Ted 
took over the management, cold tur- 
key, with a scant knowledge of shoes 
but with a deep-seated enthusiasm. 
He had no old-time prejudices, no 
fixed rules, no precedents to combat. 
He knew that a certain thing could 
be done and he went at it. When 
wise heads told him it could not 
happen the way he planned it, he 
disproved their dope. In Pasadena, 
Cal. there existed a certain con- 
servatism, a staidness of style and 
bearing that discouraged much pep 
in style or altitude in price. But 
the signs were on the wall. People 
were not all conservative. There 
was a growing young element of the 
feminine to consider. Ted had at- 
tended high school with a lot of them 
and knew their tastes and likings as 
well as their dislikes and inhibitions. 

He took charge of the old store 


sonally, for, as he says, he “liked 
people.” The high school set flocked 
to him. Gradually he expanded his 
field to take in the middle aged, 
tailor-made, refined and elegantly 
dressed woman and man. Along 
with the high style, beautiful and 
classic shoes he carried shoes that 
millionaires and their families would 
favor, as well as shoes at prices that 
appealed to the spenders. 


ELL, the policy has proved out. 
Today he occupies one of the 
finest shoe stores in America. He 
sells shoes as high in price as $50. 
He ranges down to $10, but only in 
growing girls and styles that sell at 
that figure regularly throughout the 
years. Nothing under $10. Many 
are fitted at $15, but the tendency 
constantly is upward. “It can be 
done,” says Ted. “We not only be- 
lieve it, but we prove it daily. 
“From the first day I decided to 
step out of competition. Let the 
other fellow have the cheap business. 


possibility for my trade, I stock in 
plentifully. In some instances I buy 
a shoe 3-9, AAAA. It goes into the 
store, in my mind, as a shoe for the 
Dorothys, or the Emmas, or the 
Susans. Usually it sells to that type. 


s¢(XOMETIMES I name a shoe af- 

ter a customer. Right now I 
am featuring a shoe under the name 
of one of my best girl friends—the 
‘Evelyn.’ This shoe will sell out 
quickly at $15. I may stock it largely 
or I may not. It all depends upon 
how many Evelyns I can recall to 
mind among the possibilities of my 
selling.” 

In this store there is a policy of 
retaining lasts*that have proved 
their fitting qualities. The Huggins 
store does not favor putting in every 
new last that comes along. The old 
reliable lasts are retained season af- 
ter season with slight alteration in 
pattern or trim. Sometimes one of 
the old stand-bys is dolled up to look 
like a million dollars, but it continues 


[CONTINUED ON PAGE 148] 
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LETS GET MORE SHOES SOLD RIGHT 
THROUGH LEARNING HOW TO DO IT! 


ADVANCEMENT THROUGH “‘KNOW~HOW’ 
Edited by Helen M.Haney 





=); RETAIL SHOE SALESMAN 
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P. M.’s Outclass M. D.’s in Wordy Battle 


“How to Put Speed Into Slow Sellers.” Score— 
P. M.’s, 40—M. D.’s, 10.. Both Win in Finals. 


UR recent + merchandising 
‘@) problem for retail shoe sales- 

men to answer—namely, “To 
Move Slow Selling Merchandise 
Quickly, Which Is the _ Better 
Method—the Markdown or _ the 
P. M.?” created an unusually large 
reader interest. Half a hundred re- 
tail shoe salesmen took many min- 
utes of their leisure time during the 
last few weeks to write excellent 
solutions of this one of the leading 
questions which good buyers are 
everywhere discussing. The advo- 
cates for the P. M. system only 
numbered 40. “The P. M.s” in 
many instances wrote several pages 
of typewritten copy on the subject. 
One salesman, writing in pen and 
ink, covered 16 pages with reasons 
why P. M.’s exclusively should be 
employed. The six “M. D.’s” were 
not so forceful nor so lengthy in 
their arguments. A few salesmen 
favored both methods—the “P. M.” 
system first and then the mark- 
down. Their opinion was that of 
the twelve big group buyers referred 
to in our presentation of this prob- 
lem in the Oct. 22 issue of the RE- 
CORDER, where we stated that replies 
to this problem would be judged ac- 
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“Markdowns injure a store’s 
prestige” 














The consensus of opinion 
of twelve big buyerssis 
that there should be'a teal 
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Twelve big Mans elect “The. 

Hon P-M.” ‘his administra- 

tion” fails, they'll then choose 
“The M-D” 


cording to the consensus of the 
opinions of these twelve buyers 
which the Editor has in her posses- 
sion. On this basis, therefore, the 
first prize of $10 for the best answer 
goes to R. L. Boulware, salesman at 
Hammel’s, 140 West Main Street, 
Lexington, Ky. The second prize of 
$5 is awarded to Elmer A. Kuhlen, 
salesman at the A. H. Howe & Sons 
Walk-Over Shoe Shop, 170 Tremont 
Street, Boston, Mass. 


Uses Neither PMs Nor MDs 


Some salesmen presented unique 
plans of operation, as the individual 
requirements of their stores necessi- 
tated. For instance, Arthur N. 
Heaton, salesman at Lee’s Depart- 
ment Store, Macon, Ga., says: “My 
concern has seven department stores, 
each one having a shoe department, 
carrying men’s, women’s and chil- 
dren’s shoes, all located in small 
Georgia towns, with the exception of 
Macon. The Macon store is used as 
the supply house to these- small 
stores, which cannot hope for big 
volume and - quick turnover; the 


Macon store is also used as the de- 


pot for returns of slow sellers from 
them. The small stores are credited 
with the returns, and no P. M. put on 
them. All returns are put on a spe- 
cial table with a few “close out” 
numbers and small lots of broken 
sizes from the main store; these are 
all sold at a fair margin of profit. 
We have a $14,000 stock, as clean as 
a pin.” 


For Frequent Salesforce “Confabs” 


James E. Ludlam, salesman at The 
Bedford Bootery, Inc., Brooklyn, N. 
Y., is for a markdown first and a 
P. M. next, both operating at the 
same time. Mr. Ludlam suggests 
window cards and window pane 
stickers, as well as inside cards. Ben 
Jacobson, veteran shoe salesman of 
98 Burchard Avenue, East Orange, 
N. J., suggests the elimination of 
both P. M.’s and markdowns through 
a system of frequent store salesforce 
consultation. If there are still slow 
sellers, stocks should be “shuffled,” 
the slow selling numbers being 
placed near the good sellers; then, if 
in three weeks’ time, the movement 
is still too low, a P. M. of 3 per cent 
should be put on high priced novelty 





























shoes and a markdown taken on a 
What is the be better Retail | 
By bagel ak yo Relesmen) 
quick F yd vor | 
a nothe P 7M. or —_ 
the rkdown? eM. 
¢ ic * e" ; ? 
BUYERS ) 








The. retail shoe salesman. mah 
, @, strong, plea for the “P-M 


November 19, 1927 








Nove 


medi 
son | 
ant 
make 
quick 
gests 
each 
W! 
W 
from 
owne 
dise ? 
twelv 
majo} 
that 1 
plied 
chaid 
and 7 
range 
ter,” 
immet 
ceptio 
5 per 
where 
them 
somett 
It mea 
10 per 
tomer, 
50 pel 
chant’: 
clerks 
earnin, 


“Aft 
stage v 
pretty 
—not 
lar, but 
it will 
frank ¢ 
benefici 
the big 
vent tl 
styles. 
profit is 
are not 
taken. 
mediate 
ing up, 















‘v 


ww @ 


ei i 


¥ 


~~ 


| al 


November 19, 1927 


medium or cheap grade. Mr. Jacob- 
son believes that good pay and pleas- 
ant surroundings will do more to 
make the salesmen move slow sellers 
quickly than P. M.’s. He also sug- 
gests a thorough house cleaning at 
each season’s close. 


What Twelve Big Buyers Said 


“What do you feel would be better, 
from the standpoint of the store or 
owner, to move slow selling merchan- 
dise?” was voted upon recently by 
twelve group shoe buyers, with the 
majority recording their opinions 
that the P. M. system should be ap- 
plied immediately when any mer- 
chandise is slowing up in its sale 
and when the style range or size 
range is broken. “It is a simple mat- 
ter,’ said they, “to apply a P. M. 
immediately, and almost without ex- 
ception the line will clean up with a 
5 per cent to 10 per cent P. M., 
whereas when you start to mark 
them down, the loss will become 
sometimes as great as 50 per cent. 
It means more to the clerk to get the 
10 per cent than it does to the cus- 
tomer, even if the customer gets the 
50 per cent markdown. The mer- 
chant’s problem is to keep good 
clerks through the increase of their 
earning power. 


When to Mark Down 


“After the shoes have reached a 
stage where the sizes and widths are 
pretty well all gone, mark them down 
—not a markdown of simply a dol- 
lar, but a markdown so drastic that 
it will surely clean up the lot. A 
frank discussion of styles selected is 
beneficial,” continues the report of 
the big buyers, “and will often pre- 
vent the buying of slow selling 
styles. Another cause for loss of 
profit is that P. M.’s and markdowns 
are not taken when they should be 
taken. These should be levied im- 
mediately, when the selling is slow- 
ing up, as the first loss is the least 














“The PM method is good to move 
slow sellers, but don’t let the 
customer. know” 
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How Do 


Unreasonable demands of the 
customer are the bane of the shoe 
store. Both merchants and sales- 
men are too often the victims of 
the unscrupulous consumer, who 
demands a new pair, or a liberal 
allowance for no just cause. 

The old adage of “The Cus- 
tomer is Always Right,” has, like 
all good rules, its exceptions, 
which have become in_ recent 
years far too numerous. Some 
of the big stores are much too 
lenient with the customer who 
offends to suit the smaller mer- 
chant. There is much to be said 


In handling this problem, you 
may answer the question, either 
from your own or the merchant’s 
standpoint: What would you do 
to overcome the Unreasonable 
Customer’s Demands if you had a 
store of your own? 

TEN DOLLARS FOR THE 
BEST ANSWER. FIVE DOL- 
LARS FOR THE SECOND 
BEST ANSWER. 


Poor composition and _ bad 
spelling are secondary considera- 





The November Prize Problem Will 
Bring $15 to Retail Shoe 
Salespeople 


You Overcome the Unreasonable 
Demands of Customers? 


How Do You Overcome the Unreasonable 
Customer’s Demands? 


on both sides. Retail shoe sales- 
men in both big and small stores 
suffer seriously in the loss of 
commissions through the unjust 
requests of the whimsical cus- 
tomer. Happily, however, the 
majority of customers are honest 
at heart, but sometimes they are 
tempted to interpret a liberal 
policy as one that can be abused 
—and then—worse and more of 
it—they tell all their friends 
about it. In the opinion of one 
of the leading salesmen of Bos- 
ton, the man on the floor can do 
much to overcome the unreason- 
able demands of customers. 


tions. Only men and women 
actually engaged in selling shoes 
at retail are eligible to enter this 
contest. Winners will be an- 
nounced in these columns Decem- 
ber 17. 


SEND YOUR ANSWER. TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN December 5. 








loss. More markdowns are taken on 
sizes outside of a certain range than 
on small sizes. An accumulation of 
sizes is caused usually by the poor 
selection of styles.” 


What Salesman Boulware Said 


“I do not believe that there is, or 
can be, an approved solution of this 
problem,” said Salesman Boulware. 
“To my mind, the best method of 
moving slow sellers is a combination 
P. M. and price reduction. If a shoe 
lacks that ‘little something’ that 
goes to make a quick selling number, 
any reduction of price would have to 
be very tempting to induce the public 
to buy it freely, and after the shoe 
had started moving at a reduction 
of 20 to 30 per cent of the original 
selling price, there would still be a 
certain number of pairs to be even 
more greatly reduced. The shrink- 
age of the mark-up would be so 
great that there would probably be 
a very small gain from the sale of 
those shoes: To .offset that, I have 


seen any number of cases where less 
than cost would not move a slow sell- 
ing line out. 


Salesmanship Required for Quick 
Sellers 


“In my estimation, it takes sales- 
manship to move slow selling mer- 
chandise, and not reduction of mark- 
up on the selling price first put on 














“What's the matter with that 
markdown shoe?” oft queries the 
customer 
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any article to be sold. I believe the 
best method is a sliding scale—a 
P. M. and a reduced price. As an 
illustration, say that a firm receives 
36 pairs of ladies’ high style shoes 
at $5 that fail to move. They are 
marked originally to sell at $10. 
Put a 50 cents P. M. on them and 18 
pairs sell; then mark down the re- 
maining pairs to $8 and put a $1 
P. M. on them, when, say, perhaps 
15 pairs are sold. The total cost for 
the 36 pairs is $180; 33 pairs are 
moved at $300; P. M. paid, $24. 
Three pairs are left, which cost $5 
—or $15 worth of shoes to be dis- 
posed of in an ‘odd lot’ department 
as opportunity arises. If they are 
not sold there, they can be cleaned 
out at the semi-annual clearance sale 
at a price low enough to move them, 
and the merchant has made a profit.” 


For a “Hard” Line—The P. M. 


“For a line that just won’t move,” 
says Elmer A. Kuhlen, “I think that 
the owner of any store would cer- 
tainly be in favor of P. M.’s. Take 
mark-downs on broken lots at the 
end of a season’s clearance.” 

W. P. Jones, salesman at the shoe 
department of Goldstein-Migel Co., 
Waco, Tex., says: “The man who 
wants the high-grade shoe will pay 
the price without question, unless he 
can get the same shoe at a lower 
price. The P. M. will surely get the 
results.” 


Carefully Fit P. M. Shoes 
C. F. Dunn, salesman at the shoe 


department of M. Rich & Bros. Co., - 


Atlanta, Ga., says: “There is no 
method known to scientific merchan- 
dising today as valuable an asset to 
good business as the P. M. Sales- 
people here are required to make 
perfect fits and our store has seen 
less trouble with P. M. fits than on 
regular stock. We group our P. M. 
shoes according to materials. We 
carry a tremendous stock and use 
P. M.’s extensively. My opinion on 
P. M.’s is shared by each of the 30 
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“The salesman suffers from the 
bargain. bug’s bite” 





salespeople in the shoe department.” 

“The bait on the hook may be 
juicy, but you hafta reel in on your 
line to get the fish, says the ol’ fish- 
erman,” quotes Herman Fisher, 
salesman at Figo’s, Atlantic City. 
N. J. “You can take the old fisher- 
man’s advice in merchandising and 
apply it to P. M. and mark-down. 
Long live the P. M.!” 


P. M.s for Clean Stock 


R. W. Jones, salesman at Jacob 
Bernheimer’s, Terre Haute, Ind., 
says: “The P. M. is the surest sys- 
tem of keeping a clean stock, and 
the least expensive method to the 
merchant of moving slow sellers.” 

R. N. Eades, salesman at Denton 
Ross Todd Co., Lexington, Ky., says: 
“The average lady does not want to 





SALESMEN’S HEAD AN 
N. S. R. A. CONVENTION 


DELEGATE 
Boston—The Boston Retail 
Shoe Salesmen’s Association 


voted at its November meeting to 
send its President, E. A. Kuhlen, 
as a delegate to the N. S. R. A. 
Convention, Jan. 9-12. Mr. 
Kuhlen will talk on “The Na- 
tional Retail Shoe Salesmen’s As- 
sociation, Its Aims and Objects.” 
This association was formed in 
Boston at the July, 1926, Shoe 
and Leather Fair; P. F. Girard, 
salesman at the J. D. Esart Co.’s 
exclusive men’s store, is Presi- 
dent of the National. 











purchase a shoe that has been marked 
down. A mark-down, unless it is 
very large, has no effect. Give the 
slow movers new stock boxes and 
put a $1 P. M. on a $10 slow seller.” 


A Unique Case 


John P. Gawaldo, salesman at P. 
L. Williams Sons, Sharon, Pa., de- 
clares emphatically for the P. M. 
and cites a specific instance, in the 
store where he is salesman, of a lot 
of shoes that failed to move through 
a system of mark-downs extending 
over a period of six months, that 
afterward moved at the original 
price in 30 days’ time by the P. M. 
method. Salesman Gawaldo stated 
that for two months liberal news- 
paper space was used to move these 
mark-down shoes with no effect, and 
that among the other shoes were 
several nationally advertised lines. 
He said that the salesmen tried 
equally hard under both systems to 
move these shoes, but that the P. M. 
method moved the goods. 


No Misfits with P. M.s 


Pat Morgan, retail shoe salesman 
at the Denver Dry Goods Co., Den- 
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ver, Col., says: “I am working in a 
real P. M. store, where it isn’t nec- 
essary to misfit. Many a day my 
sales have consisted of every pair «4 
P. M. sale, and this with a record of 
not a single pair returned with a 
complaint as to fit.” 

L. T. Servais, retail salesman at 
Sager-Juley’s, Green Bay, Wis, 
says: “I believe that the P. M., 
method is the better of the two, be- 
cause one of the greatest incentives 
in selling is personal gain.” 


Three P. M. Reasons 


F. Sam Thomas, with N. Heintz & 
Sons, Quincy, IIl., says that the P. M, 
is the more beneficial in moving slow 
sellers because (1) it stimulates the 
salesman, (2) it establishes no 
prejudice with the customer, (3) it 
is an accountable means of selling or 
merchandising. 

“The P. M. causes a salesman to 
unconsciously, almost, adopt a more 
persuasive attitude. He employs 
patience and real salesmanship, so 
that the customer not only buys the 
shoe but goes away satisfied,” says 
Rose Shur, saleswoman at Glick’s 
Shoe Shop, West Chester, Pa. 


When the Customer’s Satisfied 


“My actual experience has taught 
me that a P. M. placed on a line of 
shoes will keep the line constantly 
on he mind. The P. M. sells the line 
to the salesman and he in turn sells 
the public. Reducing prices on slow 
moving merchandise tends to cut the 
value of this merchandise in the eyes 
of the public,” says M. R. McKend- 
rick, footfitter at the McKendrick 
Shoe Co., Salt Lake City, Utah. 

“The stores of today hire sales- 
men, not clerks,” says Chester E. 
Smith, manager and salesman at the 
Buster Brown Shoe Store, Pendle- 
ton, Ore., “and so a P. M. is an 
added inducement for a salesman to 
sell a slow mover. In marking down 
shoes often you are only lowering 
the standard of your store.” 
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“A P-M of $1.00 or 50 cents p's 

@ spring in the salesman’s st: 









































Twinkie 
Town Tales Book 
Number 2 
Fust off the press. 

Be sure to order all the 

copies you need. 











‘ Dads and Mothers 


love “Jwinkies too 


REATED and built especially for children, Twinkie Shoes 
are having a tremendous influence on grown folks as well. 


¢ ate 


Merchants from all over the country report that Twinkie 
Shoes have resulted in a big gain in popularity for their stores 


and increased sales of adult shoes. Dads and Mothers bring 
children in for Twinkies and stay to be fitted with American 
Gentleman and AmericanLadyShoes. Asan all-around business 
and profit builder, Twinkie Shoes lead the field. Write or wire 
Twinkies for an appointment. 
No. 4679—Patent Blucher Oxford, ° 
Fancy Patent Trim, Stitchdown Hamilton-Brown Shoe Co. 
Sole, Combination Jean Last. ST. LOUIS BOSTON 


2% to 8, D. . Price, $2.75 ? . i 
Also Makers of American Lady and American Gentleman Shoes 


= ©-1927-H.B.S.Co. 
a! 


























AA Steady Source 


~~ of Profit 


Slmerican Lady Shoes 9 
American Gentleman Shoes 


P and down the street of your city count- 
less feet go about the business of their 
American Lady owners 365 days a year. They are the reason 
No. 7595 Patent One Strap, Scalloped for your being in business. Fit them with 
Last. American Lady and American Gentleman Shoes 
saen”—C is Ee BED shoes that are comfortable, long wearing, 
Price, $4.35 reasonably priced and a little ahead in style, 
and they will turn in at your door every time 

new shoes are needed. 
The feet of your city are a steady source of 
profit if they wear Hamilton-Brown Shoes. Be 

sure to fit your share. 
A word from you and our representative will 
call and explain how profitable it is to line up 

with the line that sells. 





.American Gentleman 
No. 1463—Men’s Black Scotch Grain 
Blucher Oxford, Black Royal Calf Tip, 
Saddle Foxing, Bellows Tongue, Welt 
Single Sole, Semi-Soft Cap Toe, Half 
Rubber Heel, One Width Combination 
Bowery Last. 

7to11A, 

6% to 11 B, 


Price, $5.15 


Hamilton-Brown Shoe Co. 


St.Louis Boston 
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NOV. 28, 29,30, DEC. 1,1927- HOTEL STATILER 


HE Fourth Annual Pageant of Foot- 

wear Fashions, November 28, 29, 30 
and December 1, is being sponsored by the 
St. Louis Shoe Manufacturers and Whole- 
salers Association. 


It will be held at the Hotel Statler and will 
consist of an elaborate runway Style Show 
of Spring Footwear Styles and complete 
displays of over three hundred of America’s 
leading shoe lines. 


INVLOUIS =Fe 


SS 2629: : vi 


THE WORLD’S SHOE STYLE CENTER 
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You Can Prove it in Your Store — 


An Average Dif: 


The Results of today—this yearbove 
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Expert Buying Judgment Will Do It 
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If you are selling 20,000 pair of shoes a year (if more or less, proportionately) re- 
gardless of what your prices may be; and, if you are paying just 50c a pair more than the it 
price at which such shoes—equal to or better in many instances—are available for your 
purchases, then you are permitting the snug sum of $10,000.00 to escape. = 

Just the 50c better mark-up will produce it. ’ 

The Plan Involves No Change In Grades .. 

The basic principle of sound merchandising calls for strict adherence to a well estab- — 
lished, high standard of quality for a given price, whatsoever the price. 

Cheapened substitutes, played for greater mark-up, is unwise and disastrous. It does be 
not enter this proposition of legitimate purchase savings, effected only through unfal- be 
tering, keen judgment. w 

to 
The Fallacy in Blanket Comparisons 

Not all retailers are alike. In hundreds of ways their situations differ widely. As 
the East from the West. 

Manufacturers, in their respective positions, are no nearer alike than are retailers. , 
Numerous phases are accountable. They differ in facilities, in methods, in manage- 4 
ment, in physical and financial situations and in the control and co-ordination of pro- “a 
duction and distributing costs, all of which is reflected in the difference in values for the a 
prices. 

_ 
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Buyers who think for 
Pedigo-Weber Shoe Co. 


Saint Louis, Missouri 
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Which Way Progress? 


rence $10,000.00 


2arfove our plans of yesterday—last year 
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Grades and Prices Too Often Confused 





Merchandise should be retailed on a basis of its true worth—not necessarily on what 
it cost. 

The scheme for additional profits involves buying judgment and, therefore, price is 
important, but value is essential. The value must be determined independent of price, 
for price means nothing without considering value. 

Banish the thought that, if bought for less, it must be sold for less. 

Save the mark-up earned by buying. 























Your Own Reaction ? 





If you do investigate, from a standpoint of real interest, and should you find the most 
beautiful styles, for they must be—ugly things won’t sell—and, also, values equal to or 
better than any requirements of your standard; and, furthermore, you actually find a 
wide open opportunity to add $5,000.00 to $15,000.00 to your year’s profit (according 
to the extent you may adapt yourself to it)— 

Would you do it? Better still, will you do it? 

















No Specific Restrictions—the Field Is Open 





Our interest in this is not wholly unselfish. However, we refrain from immodest sug- 
gestions, and recommend a careful analysis, without prejudice or bias, of all the many 
good lines—including ours to be sure—worthy of your consideration. You should then 
be in position to reach an advantageous decision. Thus, our attitude and relationship 
to it. 
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lemselves, Investigate 


Pedigo- Weber Shoe (o. 


Saint Louis, Missouri 











have been completed, the mannequins are trained 

to perfection, bright stars of the theatrical world 
will twinkle, committees report ready, and the “Spirit 
of St. Louis” carries on to greater achievements with 
the Fourth St. Louis Pageant of Footwear Fashions, 
to be held Nov. 28, 29, 30 and Dec. 1, 1927. 

Months of effort in planning the pageant has cul- 
minated in what is said to be the most outstanding 
style show of the year. The St. Louis Shoe Manufac- 
turers and Wholesalers Association deserve great com- 
mendation for the opportunity given to retail shoe 
merchants who may view on the runway of the pageant 
authoritative footwear styles for spring. 

Realizing that the buying habits of many merchants 
have been altered to conform with the new era of mer- 
chandising adopted by smart operators everywhere, the 
St. Louis shoe manufacturers have kept pace with front- 
rank merchants in America who believe firmly that 
January and February are months of opportunity in 
which to increase profits through the merchandising 
of spring footwear. 

Attendance at the previous style shows attests to the 
soundness of the dates selected. A few days following 
the Thanksgiving Day slackening can be profitably 
spent in St. Louis, where leading manufacturers of 
the shoe world say: 

“Here are our choicest styles for spring. You are 
looking at styles thirty days earlier than a majority 
of merchants in America. Show them in your store 
first, and increase your profit.” 


T= style creators have reached a verdict, patterns 


EMAINING at home with a lack of style knowledge 

may jeopardize the spring buying program. This 
short vacation away from your business will speed up 
your energy for the intense holiday business just ahead 
and crystallize your buying program for Easter. You will 
have seen many lines of shoes not alone from the St. 
Louis market, but from every important shoe center 
in America. The outstanding colors, patterns and lasts 
will all be placed before you and you’ll make your selec- 
tion with accuracy and the assurance of acceptance by 
your customers. 

The St. Louis Shoe Senadectawars and Wholesalers 
Association has taken over the Statler Hotel exclusively 
for the lines of its members. The larger sample rooms 
will be located on the first four floors, while above will 
be housed other manufacturers who have taken over 
entire floors for their sales forces with individual 
sample rooms. 

Most of the specialty manufacturers will have their 
entire sales force in the hotel where they will display 
the new lines for the first time. Displays of the allied 
trades also will be located in the Statler Hotel. 

The Jefferson, Mayfair, Missouri, Warwick, and Mary- 
land Hotels are crowded with shoe manufacturers, the 
total number of outside lines approximating 200. This 
great array of manufacturers, with the tremendous St. 
Louis market, affords the retail merchant (no matter 
what his requirements may be) an opportunity of select- 
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All Set For Footwear Pageant 


Record Attendance Expected at St. Louis Fashion 
Show—Theatrical Stars on Program 
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chilc 
ing merchandise to fit his needs. He can do it more has 
economically and with greater confidence than at any man 
other time. erly 
The Pageant of Footwear Fashions will be given in TI 
the ballroom of the Statler Hotel. Here the runway the 
will present in three promenades the authentic trend guis! 
in footwear for spring. Here the correct colors, best yout 
patterns and the smartest conceptions of the style im- five 
presarios of the St. Louis market will be seen for the than 
first time. and 
char} 
HOES from the St. Louis manufacturers that will “Tt 
be seen on the runway will be practical. No attempt show 
will be made to show-off the ability of a designer in mode 
producing trick shoes. President D. W. Martin, of the aw 
association, supported by the members, announces that who 
“Shoes That Sell” (the motto of the pageant) wil! be to ea 
carried out by each firm. ceive 
In the ballroom there will be accommodations for is at 
1000 merchants. Admission to the pageant will be by girls 
ticket only, which can be secured through any member 
of the St. Louis Shoe Manufacturers and Wholesalers W 
Association or from: Frank A, Mahler, secretary of the i 
association, who will be in Room 418, Statler Hotel. carr 
It is not necessary that you be a buyer in the St. Louis this 1 
market to see the show. If you are a retail shoe mer- said | 
chant you are eligible to receive tickets. and b 
There will be two performances each day, the after- 488121 
noon show at 2.15 and the evening entertainment at ments 
8.15. with t 
At each show there will be three promenades of to enl 
twenty-five mannequins representing the members of ment 
the association. In addition there will be seven dainty of the 
little misses who will model children’s shoes. The little array 
tots will depict the trade-mark character of each house. The 
This will be one of the chief features of the show, as om 
‘ 





striking costumes have been designed for the juveniles 
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which will have an instant appeal to 
the grown-ups. The designers of 
children’s shoes have exerted as 
much effort in bringing out new pat- 
terns as those responsible for 
milady’s footwear. 

No longer can merchants selling 
children’s footwear select a line with- 
out accurate style knowledge. 
Style is a dominant factor today in 
children’s footwear and so important 
has it become that the St. Louis shoe 
manufacturers believe it should prop- 
erly occupy a place on the runway. 

The mannequins who will exhibit 
the footwear are a most distin- 
guished group of beautiful girls— 
youthful and vivacious. The twenty- 
five selected were chosen from more 
than 500 applicants by O. M. James 
and Chester More, the committee in 
charge of this detail of the footwear pageant. 

“It is our opinion,” said Mr. James, “that at this 
show we will exhibit one of the loveliest groups of 
models that ever put their best foot forward on a 
runway. We were careful to choose those young ladies 
who will have an unusual appeal and who will visualize 
to each merchant a customer type. Perfect feet re- 
ceived first consideration. We know what performance 
is attached to that word ‘fit’ and for this reason the 
girls were selected with an eye to the qualification.” 





EEKS and weeks of rehearsal have been necessary 
to train the mannequins in the proper poise and 
carriage for the runway presentation. To Major Levy 
this responsibility was given and to his credit it can be 
said that no group has ever appeared with the grace 
and beauty of these girls. To Major Levy as well was 
assigned the task of securing the proper spring gar- 
ments to go with each shoe. From his vast experience 
with the St. Louis Fashion Show each season he was able 
to enlist the cooperation of the St. Louis wholesale gar- 
ment trade, which responded by placing at the disposal 
of the St. Louis Shoe Manufacturers their entire spring 
array of frocks, dresses and coats. 
The mannequins will be clothed in what Dame 
Fashion has approved as the vogue for spring. In 
millinery the wholesale houses as well have cooperated 
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in every way possible and the hat 
of each girl will be authentically 
styleful. 

Between each promenade, enter- 
tainment features have been pro- 
vided. Howard V. Stephens, chair- 
man of the entertainment commit- 
tee, has personally given his attention 
to this portion of the program and 
the amusement provided is outstand- 
ing for its originality and clever- 
ness. A dancing group recently en- 
gaged in the Greenwich Follies will 
unquestionably be a sensation on the 
runway. There sprightly dancers 
will appear a number of times during 
the show in a diversified program 
with changes of costume, especially 
designed and made for the pageant. 

Every top-notch performance must 
have its master of ceremonies. The 
success of the show greatly depends on the ability of 
this individual to put it over. After scanning the 
list of available talent, Harry Delf, popular Broadway 
comedian and late star of Earl Carroll’s Vanities, was 
engaged. A song writer of unusual ability, he promises 
to ingratiate himself with his audience. 

But the star which will twinkle most brightly on the 
runway is Ruth Royce, comedienne of syncopation. Her 
character songs are classics of this type of entertain- 
ment and she has attained unusual heights in the theat- 
rical profession. Another feature of the runway pro- 
gram is Carl Restivo, the wizard of the accordion. 

The stage itself has been built by experienced theat- 
rical designers. It will be gorgeous in appearance, 
finished in gold with marble steps at the right from 
which the models will descend. A crystal chandelier 
and wall fixtures will add to the beauty of this setting. 


HE runway is one of the most scientific of its kind 

yet developed. It is crowned with side lights con- 
centrated on the shoes. The runway is built at the 
proper height so the glare of the lights does not shine 
into the faces of the audience. The runway will extend 
the entire length of the ballroom, making a left turn at 
the end into the adjoining room where the models will 
leave it. 

In bestowing honor where honor is due, the work 
of Frank A. Mahler, secretary of the association, should 
not go unmentioned. Much of the detail has fallen on his 
shoulders and unstinted praise should be given to his 
intelligent and untiring efforts. 

Reservations for rooms have been arriving in tre- 
mendous volume, but some space is still available. If 
you contemplate attending the pageant it will be neces- 
sary for you to make your reservation at once. 

Frank A. Mahler, secretary, St.. Louis Shoe Manu- 
facturers and Wholesalers Association, 1709 Locust 
Street, St. Louis, will arrange accommodations for you. 
Don’t wait until you arrive in St. Louis expecting to get 
immediate attention. Attend to this detail now. 

The St. Louis Shoe Manufacturers and Wholesalers 
Association finances the pageant. To this organization 
goes the credit of presenting to the shoe merchants 
of America one of the most complete and beautiful 
shoe style shows in the country. Every important shoe 
manufacturer in St. Louis is a member of the associa- 
tion, which has for its object the greater growth and 
expansion for the St. Louis shoe market. 











74 BOOT AND SHOE RECORDER November 19, 1927 


pS ooo eee ocoescoeoeoeoese5oe ee ee ee Tete oe ee ee eee ee te ee eee a i 


To Shoe Buyers! 
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| The Brightest “Stars” you ever saw 
will be Shining at Rooms 208-210 
at the Statler on Nov. 28, 29, 30 and] 


- December Ist. 







' Come to the Show—visit our Display } 
Rooms at the Statler—make our 
Headquarters at 15th and Washing- 
ton your headquarters—visit our 

factories and tanneries. 



















It will be a pleasure to have you at our 
party, the Fourth Annual Pageant of 
Footwear Fashions. 


“Star Brand Shoes Are Better” 























ROBERTS,.JOHNSONS RAND 


Sranch of international Shoe Co. 


ST. LOUIS, UV. S. A. 
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« F.A.MAHLER, 


HOTEL and CONVENTION 
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C6nlE 10 PANNE ess ee 


HOTEL STATLER ROOMS—(EXHIBIT IN 114)—1016, 1018, 1020, 1022, 1024, 1026 





JANIE 
ANOTHER EXCLUSIVE BRAUER CREATION 


EXCEEDINGLY SMART, 'TIS SURE TO 
PLEASE THOSE OF YOUR CUSTOMERS WHO 
SEEK THAT EXTRA TOUCH OF STYLE. 


NEW CREATIONS NEVER BEFORE ViSs- 66 Regs “ 
IONED WILL BE FEATURED IN SEVEN She walks un beauty, 
BEAUTIFUL DISPLAYS OF THE PARADISE / 
LINE AT HOTEL STATLER NOV. 28, 29, 30 Breuer Bros. Shoe Co. 
FOREST PARK BLVD. AND SARAH STREET 


ROOMS 114, 1016, 1018, 1020, 1022, 1024, 1026 FASHIONERS OF WOMEN’S NOVELTY FOOTWEAR 
SAINT LOUIS, U. S. A. 





November 19, 1927 


The Modern Woman in 
every walk of life seeks 
Quality and Beauty. Yet 
she has not lost, nor is she 
likely to lose, her inherent 
sense of value. 
. Retailers who recognize that this 
fundamental fact is the key to suc- 
cesstul merchandising will find in 
Brownbilt Shoes for women, the magic 
combination: Smart Style—Quality— 
Moderate Price. 


Meow Soa0¢ 


Manufacturers 
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Brown2it Shoes 


for Women 


Visitors to the Fourth An- 
nual Pageant of Footwear 
Fashions, Hotel Statler, St. 
Louis, are cordially invited 
to visit Rooms 308 and 310, 
where they will be accorded 

a hearty welcome and where the 
Advanced Spring Creations in 


Brownbit Shoes are on display. 
Illustrated is style No. D42, a Brownbilt Patent Lucille 
Pump, Fantasie Dot Calf trimmed, 19/8 Covered Wood Spike 
Heel, Imitation Turn, on our Letty Last. 
D43 is the same, in Honey Beige Calf, trimmed with Palm 
Beach Calf. 


Gorwnganr, 


St. Louis 


SHOES FOR EVERYBODY SYVYEGQ Y occa SEO” 
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Ideas for the Busy Merchant 


Successful Operators Will Help Everyone at Noon- 
Day Meetings During Pageant Week 




























































Sis of ideas neces- hour and offering him an ad- 
sary to the successful 7 ; dress by a prominent mer- 
operation of a retail shoe In order to make it easier for the mer- chant has the indorsement o{ 
store will be found in St. chant to find the manufacturer during those many merchants who at- 
Louis, when the Southwestern Pageant Week in St. Louis, the list of ex- tended the convention last 
Shoe Retailers Association hibitors published in this issue of the year. 
meet at their fourth annual Boot and Shoe Recorder has been divided The lull immediately follow- 
convention in the Statler into three different sections—those show- ing Thanksgiving was 
Hotel, Nov. 28, 29, 30 and ing at the Hotel Statler, those at the May- selected as an ideal time for 
Dec. 1. fair and those at the Jefferson. The adver- the merchant to leave for a 
First there will be a business tising of firms which are exhibiting there few days without serious 
program headed by practical has been divided into the same three neglect of his business. The 
shoe men, operators who have groups. The list of exhibitors at the few days spent at the conven- 
achieved success and who are Statler, for instance, is printed on pages tion and style show prepare é 
unselfishly giving merchants which immediately follow the advertising him for the intense holiday SD 
an opportunity to study the of firms which will be found at the Statler. business just ahead. He 
methods which have made The lists of those at the Mayfair and Jef- acquires new ideas, absorbs Joor 
them and their businesses out- ferson precedes the advertisements of those fresh viewpoints, increases his 
standing in the trade. to be found at those hotels. style knowledge and returns to Rex 
Second, there will be the his store with greater de- # Hotel 
Pageant of Footwear a termination and more vigor. 12- 
Fashions, held concurrently The Statler Hotel will be & presid 
with the convention, at which will be displayed authentic headquarters for the retail merchants as well as for the MH 12; 
footwear styles for spring. This pre-view of footwear St. Louis Shoe Manufacturers and Wholesalers Associa- 12.4 
will be invaluable and merchants who see it can return tion who will exhibit their lines exclusively in this @ \atio 
to their stores and safely plan a complete program of building. So wi 
merchandising. Membership registration for retail merchants will be J to retz 
Arthur E. Ebbs, president of the retailers’ associa- in the lobby of the Statler, also the validating office. 1.15 
tion, predicts a larger attendance than at any previous Reduced rates have been secured for the convention and @ (hicas 
convention. a certificate or receipt must be secured at time of pur- 1.50 
Realizing that merchants will have only a limited time chasing ticket which entitles you to a reduced rate on 215 
in which to do their buying and attend the business your return fare. room, 
sessions, noon luncheon meetings have been scheduled. The program is as follows: 
The conserving of the merchant’s time during the noon All meetings will be held in Parlor A, Mezzanine Reg 
ler He 
12.0 
¢@ Hotel 
Tenn., 
Officers of the Southwestern a 
Shoe Retailers’ 
am 7 
] ‘ ‘ GEO. E. GAYOl 
ARTHUR E. EBBS Association ae Feces 










President 








x SS 
¢ 















H. W. BERGMAN 
Vice-President 


REUBEN STIEFEL 
Vice-President 












J. _M. MULLEN A. J. KEMPNER 
i tce-President Vice-President 
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“Ul 


OTTO SCHULTZ 
Director 


4 


a 


A. S. RUBEL 
Director 
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MORRIS ELLIS 
Director 


Directors of H. H. WATSON 


Director 


the Southwestern 


Shoe Retailers’ Association 


OSCAR E, POE 
Director 


floor Statler Hotel. 
Monday, Nov. 28, 1927 

Registration 8.30 a. m. to 12 noon—Lobby, Statler 
Hotel. 

12—Noon 
president. 

12.35—Secretary’s report and announcements. 

12.45—Address by Henry Cook, President of the 
National Boot and Shoe Manufacturers’ Association. 
He will bring an interesting message from manufacturer 
to retail merchant. 

1.15—Morris Wolock, president Wolock & Bauer, 
Chicago, lll. “Building Boulevard Business.” 

1.50—Adjournment. 

2.15 and 8.15—Pageant of Footwear Fashions. 
room, 16th floor, Statler Hotel. 

Tuesday, Nov. 29 

Registration—8.30 a m. to 12.00 noon, Lobby, Stat- 
ler Hotel. 

12.00 Noon—Luncheon, Parlor A, Mezzanine floor, 
Hotel Statler, Reuben Stiefel, vice-president, Memphis, 
Tenn., presiding. 


Luncheon—President Arthur E. Ebbs, 


Ball- 








The President’s Dinner will open 
tivities on Sunday night, Nov. 27 
at the Missouri Athletic Club. This 
is an annual event to which the 
President of the retail association 
invites outstanding members of the 
shoe industry. A galaxy of speak- 
ers has been provided which in- 
cludes merchanis, manufacturers, 
tanners and high executives of the 


city administration. 


LEE FRANK 
Director 


FRANCIS WALKER 
Director 


12.45—Meeting called to order. 

12.50—T. K. Kelly, T. K. Kelly Sales Company, 
Minneapolis, Minn. “Some Facts and the Small Town 
Retailer.” 

1.30—Adjournment. 

2.15 and 8.15—St. Louis Pageant of Footwear Fash- 
ions, Ballroom, Statler Hotel. 

Wednesday, Nov. 30 

Registration—8.30 to 12.00 Noon. 

12.00 Noon—Luncheon Parlor A, Mezzanine floor, 
Hotel Statler, A. J. Kempner, vice-president Little 
Rock, Ark., presiding. 

12.30—Meeting called to order. 

12.35—James H. Stone, president and publisher of 
The Shoe Retailer, “The Blessings of the Shoe Busi- 
ness.” 

1.10—Jesse Adler, president of The Adler Shoe 
Stores, New York, N. Y., “Shoe Shame Causes Loss 
of Sex Appeal.” _ 

1.45—Reports of Committees. 

Election of officers and business meeting. 
2.00—Adjournment. 


11.30, the 


association will be host to the visit- 


Wednesday night, at 
ing shoemen at the Missouri Athle- 
tic Club where a buffet luncheon 
will be served and the “Shoe 
Scandals of 1928” will be staged. 
The committee has announced that 
a special program will be offered to 
brighten the late hour of the show. 
Tickets for this feature will be dis- 


tributed through the association. 


Cc. E. WILLIAMS 


Chairman 
Finance Committee 
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Ne. 2000—Patent, Classic Pattern, 

Square Throat Dorsay, McKay, 100 

Last 14/8 Box Heel, Beveled Edge, 

Wht. Kid Lined. 

Sizes AAA5/8, AA4%4/8, A4/8, B3/8 
$4.10 


No. 2002—Patent, Classic Pattern, 

Square Throat Dorsay, McKay, 200 

Last, 20/8 Spike Heel, Feather Edge, 

Wht. Kid Lined. 

Sizes AAA5/8, AA4%4/8, A4/8, B3/8 
$4.25 


No. 2003—Same in Black Satin $4.25 


"Ulf 
Fashion 


REG. U.S. PAT. OFF... 


Announcing 
AN 


IN-STOCK 
SERVICE 


The popularity and con- 
tinuous demand for the 
Pumps and One Straps 
illustrated has caused us 
to stock them for instant 
shipment. 


AT THE 
ST. LOUIS SHOW— 


DISPLAY ROOM 212 
Salesrooms 530 to 542 
Hotel Statler 


“IT” Puts Lampe Shoes over 
Big—They Move 


See the Line at the Show 


No. 2004—Patent, One-Strap, McKay, 

19/8 Spike Heel, 1300 Last, Grey Kid 

Lined, Feather Edge. 

Sizes AAA5S/8, AA414/8, A4/8, B3/8 
$4.65 


No. 2005—Same in Black Satin $4.65 


No. 2001—Patent, One-Strap, McKay. 
1500 Last, 13/8 Box Heel, Beveled 
Edge, Grey Kid Lined. 


Sizes AAA5/8, AA414/8, A4/8, B3/8 
$4.50 


W. H. LAMPE SHOE COMPANY 


Manufacturers 
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SAINT LOUIS, U. S. A. 
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MSElroy-Sloan 


a 
MP 


, 30, December i 


shions, November 28, 29, 3 
a s, 1515 Washington Avenue 
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You'll Be Glad You Accepted 


Dietzel’s at Ann Arbor, Michigan, 
Start OF With the Robin Hood Show 





When Dietzel’s Shoe Store at Ann Arbor, Michigan, put 
on its great free showing of Douglas Fairbanks in ‘Robin 
Hood,” it looked like every kiddie in Ann Arbor was there. 





Central Shoe Company, 
Ste Louis, Mo. 


Gentlemen: 


We want to express ous gratitude for your 
cooperation in putting on the Robin Hood Show. It 
surely made a hit with mothers and children in Ann 
Arbor. We are well pleased with the way the shoes 


Came in and the fine quality of them, 


We also want to thank your Mr. Wanner for 
the way he helped us put it over, as he had it all 
in his hands. He made the store and the merits of 
Robin Hood Shoes known to audience by the yells he 


got up for the store and the shoes. 


Yours very truly 


DIBTZEL'S SHOE STORE 
117 East Washington St., 
Ann Arbor, Michigan. 











And Dietzel’s expressed their thanks in the above letter, 
for they know the value of Central’s great merchandising 
plan for advertising the retailer. 


This Invitation! 


aa Shoe Company hereby heartily 
invites you to make the Central sample 
rooms, 204 and 206 Hotel Statler, your 
headquarters during the St. Louis Pageant 
of Footwear Fashions, November 28, 29, 
30 and December 1. Here is a wonderful 
opportunity for you to learn about the 
great, complete, 12-months Advertising- 
Merchandising Plan for retailers and see 
the complete Central line. 


Just think what it means to you as a re. 
tailer to be able to buy your shoes from a 
central source of supply—to buy novelty 
shoes, arch supports, comfort shoes, men’s 
fashion welts, work shoes, health shoes 
and the famous Robin Hood Shoes for 
boys and girls—a great line of children’s 
shoes in a wide range of prices and all 
branded across the board! And in addi- 
tion, think of what it means to you to tie- 
up with a merchandising plan that starts 
off with Douglas Fairbanks in the famous 
Robin Hood movie and follows through 
every month for a year with some new ad- 
vertising-merchandising sales producing 
stunt, ending with “Red” Grange in “One 
Minute to Play” or “Babe” Ruth in “Babe 
Comes Home!” 


A complete line of shoes! A complete merchan- 
dising plan! It’s yours! You owe it to yourself 
to investigate this great line and this great plan 
thoroughly before you place your spring orders. 
If you are not coming to the Pageant, ask the 
Central sales representative about the great Cen- 
tral Advertising-Merchandising Plan and about 
the advantages of concentrating on the Central 
line—or write direct to Central Shoe Company. 





Sop Co, 


ST. Lous, MANUFACTURERS U.S... 
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“One 317, 444-46-48-50 also 526 and 528 
Babe 
| STATLER HOTEL ST. LOUIS 


urself during the Fourth Annual Pageant of 
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“TO SELL MORE SHOES 
BUY MOORE SHOES” 





Tk MIOORE SHOE CoO. 


MANUFACTURERS 
Saint Louis 


Jo sell more shoes, buy Moore Shoes. 
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“Mirror of “Fashion \hoes 
Reflect Styles of Authority 






99 


©$ npivipuALIZzED ‘VERSIONS of the mode: have made 


“Mirror of Fashion” Shoes one of the outstanding lines of Women’s 


Smart Footwear. 


For the forthcoming spring we have developed styles which have 
already been pronounced extraordinary in their beauty and accuracy of 


interpretation of the trend. 


We have gained a volume production which has cut our ‘cost and 


necessitated a new and larger factory. 


See the 1928 Spririg Line—St. Louis Pageant of Footwear Fashions, 
Room 216, Hotel Statler. 


Sconsels Shoe C25 any 


MAN UFAG TURSER.S 
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WEEDIE 


invites your inspection of the Tweedie 
Line for Spring, 1928—to be exhibited 
at the St. Louis Pageant of Footwear 
Fashions, November 28, 29, 30 and 
December 1. You will find the Tweedie 
display at the Hotel Statler, in Rooms— 


214 
722 
724 
726 
728 
730 
732 





Authentic new patterns, embodying 


the most approved trends in style 
and color combinations, constitute the 
Tweedie Line for Spring. Do come 








and see them! 





TWEEDIE FOOTWEAR CORPORATION 


Factory and General Offices, Jefferson City, Missouri 
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In All Patent, and in Patent In. Patent; in Rose Blush with In All Patent; in Honey Beige or 

with Rose Blush Diamond Cut Gold Kid Trim; and in Grey and with Anaconda Trim; and in i 

Trim. Honey Beige. Attractively Grey with Grey Astralack I 

Trimmed. Trim. an 

Mcl 

Joht 

The styles illustrated are typical of the new and distinctive “Diamond Brands” mi 

that will be on display at Pete 

Rice 

Rob 

Hotel Statler—R . 

otel Statler ooms 201-202 : 

Twe 

' Unit 

They are ready now or will be available early in January for your advance PF. ? 
Spring showings. 

Ama 

Come—See the New Styles, and Buy at Attractive Prices Footwear That Sells Profitably Am 

c : Bart 

and Quickly. FY 

Cor 

And for Your Holiday season, see the many pretty’straps, ties and oxfords now Dur 


: : , ‘ ; Day 
on our floors and ready for quick shipment in all sizes and widths. 


Pelevs - . . . ST. LOUIS 


Sieiats of I. S. Co. 
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The St. Louis Shoe Manufacturers and 
Wholesalers’ Association has taken over the 
Hotel Statler for the exclusive use of its 
own members in the shoe field. The larger 


sample rooms will be on the first four floors, 
and above will be housed other manufac- 
turers who have taken over entire floors for 
their salesmen with individual sample rooms 


















une 


Exhibitors at the Hotel Statler 


Ault Williamson Shoe, 416 N. 12th St. Rooms—118—846-48-50 
Royd-Welsh Shoe Co., 4407 Cook Ave. Rooms — 312—602-04-06-08-10-12-14-16-18-20-22-24- 















26-28-30-32-34-36-38-40-42-44-46-48-50-52-54-56 
Brauer Bros. Shoe Co., 22 S. Sarah St. Rooms—1 14—1016-18-20-22-24-26-28 
Brown Shoe Co., Inc., 1600 Washington Ave. Rooms—308-10—1048-50-52-54-56 
Cay,itol Shoemakers, Inc., 1201 Russell Ave. Rooms—218—506-08-10-12-14-16-18-20-22-24 
Chouteau Shoe Mfg. Co., 918 S. Boyle Ave. Rooms—314—436-38-40-42 
Central Shoe Co., 1641 Washington Ave. Rooms—204-206—449-51-53 
Cunningham Shoe Co., Inc., 3825 Laclede Ave. Rooms—322—1030-32-34-36 
Endicott-Johnson Shoe Corp., 400 S. 12th St. Rooms—222-224— 1008-1010 
Friedman Shelby Shoe Co., 1623 Washington Ave. Rooms—304-306—503-05-07-09-11 
Hamilton Brown Shoe Co., 1140 Washington Ave. Rooms—104-106—452-54-56-57-55 
Independent Shoe Co., 12th and Washington Ave. Rooms—101-303 
Johansen Bros. Shoe Co., 3640 Laclede Ave. Rooms — 802-04-06-08-10-12-14-16-18-20-22-24-26-28- 





] 30-32-34-36-38-840-42-44-852-54-56 


Johnson-Stephens & Shinkle Shoe Co., 4244 Laclede Rooms — 110—902-04-06-08-10-12-14-16-18-20-22-24- 
26-28-30-32-34-36-38-40-42-44-46-48-50-52-54-56 




















Ave. 
Lampe Shoe Co., 4060 Forest Park Blvd. Rooms—212—530-32-34-36-38-40-42 
McElroy Sloan Shoe Co., 1511 Washington Ave. Rooms—316-318 
John Meier Shoe Co., 711 N. 4th St. Rooms—215—544-46-48 
ds” Moore Shoe Co., Boyle & Duncan. Rooms—317—444-46-48-50-526-28-1012-1014 
Pedigo-Weber Shoe Co., 3437 Locust St. Rooms—116-402-04-06-08-10-11-12-414-16-1040 
Peters Shoe Co., 1232 Washington Ave. Rooms—201-202—653-55-57 
Rice O’ Neill Shoe Co., 1113 S. 12th St. Rooms—315—420-22-24-26-28-30-32-434 
Roberts Johnson & Rand Shoe Co., 1505 Washington Rooms—208-210—549-51-53-55-57 
Ave. 
Samuels Shoe Co., 1214 Washington Ave. Rooms—216—734-36-38-40-42-44-46-748-50-52 
Tweedie Footwear Corp., Jefferson City, Mo. Rooms—214—722-24-26-28-30-32-702-04 
United Shoe Mfg. Co., 1610 Washington Ave. Rooms—203—706-08- 10-12-14 
ice F. A. Mahler, Sec., 1709 Locust St. Room-—418 
Co-operators 
Amalgamated Leather Co.,Inc. Room—120 | A. C. Lawrence Leather Co. Room—325 
bly American Seating Co. Room—327 | Monarch Leather Co. Room—326 
‘ Barnet Leather Co. Room—227 | A. Manheimer & Co. Room—324 
F. W. Bailey & Co., Standard Kid Co. Room—431 | Silas Musliner. Room—124-1042-1044 
Cornelius Heyl Leather Co. Room—627 | Manufacturers Supplies Co. Room—325 
W Dunbar Pattern Co. Room—228-504 | McNeeley & Price Leather Co., Phila. Room—326 
Dayton Last Co. Room—320 | Panco Rubber Co. Room—529 
Deauville Importing Co. Room—429 | Henry Pollak, Inc. Room—531 
John R. Evans Co. Room—217_ | A. S. Patten Leather Co. Room—225 
W. P. Erhart Leather Co. Room—223 | Reynolds Co., The. Room—527 
J. Einstein, Inc. Room—629 Chas. F. Richards. Room—533 
Griess Pfleger Tanning Co. Rooms—226-554 Carl E. Schmidt Leather Co. | Room—220—1002-04 
Guttman & Co. Lea. Room—443 | Wizard Arch Support Co. Room—328 





F; Hecht. &.Co. Room—122 | _ Conaway-Wadsworth, Inc. Room—323 
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on You 


Reduced Railroad 
Rates 


The Convention of the South- 
western Shoe Retailers’ Asso- 
ciation will be held in St. Louis 
on the Pageant dates. Fare 
and one-half for the round trip 
from all parts of the United 
States will be in effect to their 
Convention. 


Important 


Buy a one way ticket and be 
sure to get a receipt. Present 
this receipt at the registration 
desk at Hotel Statler. When 
validated this entitles you to 
half fare back home. 


Foul Cnnual Sé lout \' 




















wear Fashions there will be concentrated, in addition 
to St. Louis lines, the outstanding lines from ALL the 
leading markets. Everything worth seeing will be on 
display. 


The styles to be displayed by manufacturers will 
represent authentic advance Spring 1928 styles—the 
same patterns that will again be displayed at later 
shows. 


Retailers who attend are bound to have the “edge” 
on those who stay at home. They will gain knowledge 
that will make for safer and more intelligent buying 
throughout the season. They will be first in their city 
with authentic new styles. They will know the relative 
sales value of styles then on their shelves, and can 
clean stock intelligently. They will conduct their 
business on knowledge, not guesswork. 


WRITE OR WIRE FRANK A. MAHLER, SECRETARY 
Address Rooms 410-411 


November 28, 29, 
It’s the New 
ST. LOUIS SHOE MANUFACTURERS 








MEMBERS a 
Ault-Williamson Shoe Co. Central Shoe Co. Friedman-Shelby Shor (0. 
Boyd-Welsh Shoe ‘Co. Chouteau Shoe Co. Hamilton-Brown Shoe (eo. 
Brauer Bros. Shoe Co. Cunningham Shoe Co. Independent Shoe Mi: Co. 
Rrown Shoe Co. Endicott-Johnson Corporation Johansen Bros. Shoe ‘ » 


Capitol Shoemakers, Inc. 


November 19, 1997 


yos of] 
SS 


Colbynrdar At the Fourth Annual St. Louis Pageant of Foot- 
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Decide right now to attend. Look at it this way: 
What can you do at home those four days that will 
make as much money for you as will the first hand in- 
formation that you get at the Pageant—information 
that will help you direct your business on facts instead 
will of running it on guesses. 
the 


wae The stay-at-home merchant is sure to get into a 


mental rut. Ideas, which make a business successful, 
do not issue from ruts. 


lve” 
ies Mixed with business will be plenty of high class 
= ° ° 
ving entertainment and pleasure, added in such a way that 
<i it will not interfere with the work of getting all the 
me facts about the coming season. 
On the Runway 
can Y ‘ ’ 
we Come—C om pare—Relax—Know, Don’t Guess. Beautiful girls will model the 
_ Then go home fortified with knowledge and pep with new Spring Styles. No amount 
of comparison of the new styles 


which to direct your business to a gratifying success. in still life can give you the 


vivid style impression that you 

will get from a study of the 

’ effect on the feet of a beauti- 

FOR HOTEL RESERVATIONS NOw! fully clothed perfectly poised 
1709 Locust St., St. Louis model » 


Thurs. B ig Time 


30, December 1, 1927 Prey 


time vaudeville talent is being 
secured to entertain you. It 


Buying Time will be a gorgeous show 
throughout. 
AND WHOLESALERS ASSOCIATION 


MEMBERS 
Johnson, Stephens & Shinkle Shoe Co. The Moore Shoe Co. Roberts, Johnson & Rand Shoe Co. 
W. H. Lampe Shoe Co. Pedigo-Weber Shoe Co. Samuels Shoe Co. 

McElroy-Slean Shoe Co. Peters Shoe Co. Tweedie Footwear Corporation 
John Meier Shoe Co. Rice-O’ Neill Shoe Co. United Shoe Mfg. Co. 


Pageant + footwear Fashions 
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Beautiful Shoes for Women oo 
from the Famous Sunlight Factory oily ex 


(|) a 
Leathers direct from our own tanneries, “il in Zy 
workmanship, the result of over 50 
years of Keeping the Quality Up—lasts 
and models designed to please the most 

discriminating femin- 

ine buyer — all built 

into shoes that fit well 

— wear well and 

create steady repeat 

business. 


; 
See the display at the Statler in’ Oe jal 
Rooms 101-303 during the 
Fashion Pageant. In attend- ” 
ance, J. W. May, President; 1 4 
THE MAY Edw. Eisenhardt, Vice-Presi- Ty a 


Patent Strap ° . 
with Flowered Patent Trim dent; Harry Vinsonhaler, Vice- with Flowered Patent Trim 
President. 














11) 





NUE 





DBD BVBVVBVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVVAVSVSAVASAV VV VV ViSsss ws VVsVsVsVVVssssssewer 


ARTISTIC SHOES 


The initial presentation of our new Spring lines, 


4 





comprising a glorious array of true artistry in 
shoes, will be made at the St. Louis Style Show, 


November 28th to December Ist. 


The “Cinderella” HOTEL MAYFAIR 


a slim graceful a. is pon led In Attendance 
AR * 

—- - ABRAHAM BABIN, Pres. 

Why not see the entire line for William E. Butterworth John Peyser 

Spring? 


AMERICA’S PRE-EMINENT LINE OF $10 to $12.50 RETAILERS 


Artistic Shoe Co. Ine 


Factory & Showroom 
380 Throop Ave, Brooklyn, NY. 


New York Showroom: 540 Marbridge Bldg. 


i i i 
_*** 4444444 SSH 444 4 eee 44442444) 
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Shoe manufacturers and wholesalers from 
other markets, numbering about 200 in all, 
will be housed in hotels other than the 
Statler. The Jefferson, Mayfair, Missouri, 


Warwick and Maryland Hotels will be 
crowded with shoe manufacturers—all intent 
on showing their spring lines for the first 
time to a host of interested shoe merchants. 































At the Jefferson Hotel 
Room Exhibitor Room Exhibitor 
623 Adams, Geo. W. 727 Brilliant, Samuel & Co. (Harry Brilliant) Boston. 
411 Apt, E. R. 1021 Baker, Geo. W. Shoe Co., (E. W. Hughes, Jr.) 
412 Apt, E. R. Brooklyn. 
329 Ault-Williamson Shoe Co. 1022 Baker, Geo. W. Shoe Co., (E. W. Hughes, Jr.) 
319 Ault-Williamson Shoe Co. _ Brooklyn. 
811 Atlantic Shoe Co., Inc., (D. B. Feinberg ) 719 Commonwealth Shoe & Leather Co., (R. C. 
812 Atlantic Shoe Co., Inc., (D. B. Feinberg) , Herbert ) \ hitman, Mass. 
911 Alberts Shoe Co, (Julius Miller) 800 Cooper, H. ; W. F. Greene) 
912 Alberts Shoe Co., (Julius Miller) a A. M. ¢ reighton Shoe Co., (A. P. Wilson) Lynn. 
717. Arnold, Frank H. (E. P. Reed & Co.) Dé/ — M C., (Washington Shoe Co.) Lynn, 
"en / ) » ) x ( sViaSs. 
- ke ta aidinaitialai 528 Cornez, M. C., (Washington Shoe Co.) Lynn, 
1010 Anthony, C. H. Mass. 


= : —- Caruthers, Joe, _ McCarthy C : 
4123 Bally, Inc., Long Island City, N. Y. — Joe, (Dunn & McCarthy Co.) Auburn, 


1125 Bally, Inc., Long Island City, N. Y. 126 Crotty, J. A. 
217 Bushman, T. J. (with Wolff-Tober Shoe Mfg. 617 Cushman Hollis Co.. (William B. White) Boston. 


Co.) St. Louis, Mo. 630 Cushman Hollis Co., (William B. White) Boston. 













































327 Barton, J. B. (Washington Shoe Co.) Lynn, : a tora eee 
e ¢) 527 — J ( 5 ) : 632 Co., (William B. White) Boston. 
5 3 ‘ashing S .) Lynn, i 
328 Barton, J. B. (Washington Shoe Co.) Lynn 0. Cutenens Ga. & i Cetenem Chili 
— Mass. 1218 Cli Shoe Co. Haverhill. ”™ 
_— 327 Byrnes, Thomas, Thos. G. Plant Co., Boston, oa inton shoe Co., Javerhill. 
, Mews 618 Daly, Thos., Chicago. 
, 328 Byrnes, Thomas, Thos. G. Plant Co., Boston, | 620 Daly, Thos., Chicago. 
~ ai - Daniels, E. M. (U. S. Shoe Co.) Cincinnati. 
, 621 Bloom, Langer & Lippman Co., Boston. | 817 Dodge, Wm. G. Shoe Co., (M. C. Oberdorfer) 
’ 622 Bloom, Langer & Lippman Co., Boston. Newburyport, Mass. ; 
; 624 Bloom, Langer & Lippman Co., Boston. | 1008 Dunn & Meé arthy, ( Joe Caruthers & Ed. 
310 Bally-Hoskins, Inc., (H. R. Ogden) Long Island | Rogers ) Auburn, nm. X. 
, City, N: Y. | 1011 Dunn & McCarthy, (Joe Caruthers & Ed. 
) ff 1108 Butler, C. W. (Red Seal Co.) Atlanta, Ga. _ sag — = ms ‘ 
( 718 Baumvel, M. Oi2 Dunn & McCarthy, (Joe Caruthers & Ed. 
’ 7") Baumvel. M. Rogers) Auburn, N. Y. 
, 806 Renee F A 937 Dryzer-Rosenberg, Inc., 131-3 Duane St., N. Y. 
) -_—- City. 
Brown, F. A. s a : :; 
, 808 a c | —- Drisole Tanning Co., Milwaukee. 
[a ee Seeey &- | 930 Durgin, B. L. (Kershaw & Durgan) 
, el Rican Mon C, | 9% gin, B. L. shaw & Durgan 
wt. Beker Friedman. | 821 ee agg Co., (Washington Shoe Co.), 
) 810 Beker-Friedman. = : a , ; 
) . 1024 Dodge Bros. Shoe Co., Newburyport, Mass. 
) ‘14 Brady, Ray. a ; i sae : ; 
‘ J ge 3 Ss a “ >wW ; ass. 
} 227 Bliss & Perry Shoe Co., Newburyport, Mass. 102 Dodge an Shoe a Newburyport, Mass 
y a wa 7 PC ; 611 Dingley-Foss Shoe Co., Auburn, Me. 
y 228 Bliss & Perry Shoe Co., Newburyport, Mass. A . : ci. a ; 
>. . . tT 4 ° 4 0 « a ~ » YU. 4 ( ° 
y : j 1119 Mr. Elliott (Dan Palter Shoe Co.) New York 
, 418 Briscoe Shoe Co., Farmington, N. H. sae “ ’ . 
‘ 4 Briscoe Shoe Co.. Farmington, N. H - Endicott-Johnson, (Earl Fox) St. Louis. 
} 024 Bell ian Co estos in ai 529. Emerich, C. W., (Irving Drew Co.) 
[4 > e °° Jil, ihe . | ~ ep > 7” > : ~ ‘ ~ . 
, 96 Bell Bros. Co., Boston, Mass. | 1037 Ellis Eddy hoe Co., Lynn. 
} @ Brom. Carroll. | 625 Eby Shoe Co., Lititz, Penn. 
’ — Behm, Harry C., (R. H. Lane & Co.) Toledo. —- Faunce, Deroy L., (John E. Swanson, Inc.) 
— Blackey, C. E., (Kesslen Shoe Co., Inc.) —- Fitzsimons, M., Fon De Lac, Wis. 


Haverhill. —- Fox, Earl, (Endicott-Johnson Corp.) St. Louis. 








—— 
eee 
en 
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716 





831 
835 
819 
823 










518 
520 
1101 
1103 
437 
829 
721 


















932 









824 































931 


221 


Room 


Exhibitor 


Faulkner, Geo. J. 

Foot, Schulze & Co., (L. L. Gish) St. Paul, Minn. 
W. F. Green, (O’ Neill Shoe Co.) Boston, Mass. 
W. F. Green, (O’Neill Shoe Co.) Boston, Mass. 
W. F. Green, (O’Neil Shoe Co.) Boston, Mass. 
Giles, C. J., (F. M. Hoyt & Co.) Manchester, 
. H 


Goldblatt, S. H. 

Goldblatt, S. H. 

Goodyear Tire & Rubber Co. 

Goodyear Tire & Rubber Co. 

Goding Shoe Co., Paris, Il. 

Goller, Harry. 

Great Northern Shoe Co., (E. H. Jones & J. R. 
Powell) Manchester, N. H. 

Great Northern Shoe Co., (E. H. Jones & J. R. 
Powell) Manchester, N. H. 

Great Northern Shoe Co., (E. H. Jones & J. R. 
Powell) Manchester, N. H. 

Ghelin, Frank (Strassburger-Stiles Co.) Brook- 
lyn. 

Galvin, Walter J., (Hartman Shoe Co.) Haverhill. 
Gish, L. L. Foot, Schulze & Co., St. Louis, Minn. 


Goldsmith, J. R. 


Gilbert Shoe Co., (Ira Mack) 

Gotham Shoe Co., (H. I. Silverman) Bingham- 
ton, N. Y. 

Graham-Brown Shoe Co., Dallas, Texas, (F. A. 
Brown). 

Graham-Brown Shoe Co., Dallas, Texas, (F. A. 
Brown). 


Herbert, R. C., (Commonwealth Shoe & Leather 
Co.) Whitman, Mass. 

Hershenson, Mr., (W. F. Green) 

Hershenson, Mr., (W. F. Green) 

Hazzard, R. P. 
Holmes-Terhune-Grossman, 
hune) Lewiston, Me. 
Holmes-Terhune-Grossman, 
hune) Lewiston, Me. 
Hamburger, Harry. 
Helmuth, E. P. 

Hilliard, Frank. 
Hartenstein, Sydney, (Acme Shoe Co.) Chelsea, 
Mass. 

Hyde, A. R. & Sons, Cambridge, Mass. 
Hughes, E. W., (Geo. W. Baker Shoe Co.) 
Brooklyn, N. Y. 

Haseltine, Ernest D. Co., Newburyport, Mass. 
Haseltine, Ernest D. Co., Newburyport, Mass. 
Hampshire Shoe Co., (Kleven & Apt) 

Hoyt, F. M. Shoe Co., (C. J. Giles) 

Interstate Shoe Co., Manchester, N. H. 
Interstate Shoe Co., Manchester, N. H. 
Interstate Shoe Co., Manchester, N. H. 
Interstate Shoe Co., Manchester, N. H. 
Interstate Shoe Co., Manchester, N. H. 
Interstate Shoe Co., Manchester, N. H. 
Jellerson-Rafter Co., Norway, Me. 
Jellerson-Rafter Co., Norway, Me. 


(Frank Ter- 


Inc., 


Inc., (Frank Ter- 








oss ga ssnecstitesionosseutceeneseeumememmmeneens 


| 
| 


Room 


Exhibitor 


1017 Juvenile Shoe Co., Aurora, Mo. 


828 
827 
409 
410 
725 
432 
921 

22 
830 
814 


816 


421 


427 


Jarvis, A. M. (Murray Shoe Co.) 

King, Frank B., (Wm. Goldstein) New York. 
King, Frank B., (Wm. Goldstein) New Yor: 
Kleven, A. L. 

Kleven, A. L. 

Kellehere, Tim. 

Kaplan, J. 

Knipe Bros., Inc., Ward Hill, Mass. 

Knipe, Bros., Inc. Ward Hill, Mass. 

Kurz & Lapidus, Inc., (Geo. H. Lewis) Brooklyn. 
Kesslen Shoe Co., (C. E. Blackey) Haveriiill, 
Mass. 

Kesselen Shoe Co., (C. E. Blackey) Haverhill, 
Mass. 

i, Geo. B. Co., (Dave Saifer) Farming‘on, 
— Geo. B. Co., (Dave Saifer) Farmington, 
Leavitt, Geo. B. Co., (Dave Saifer) Farmington, 
N. H. 

Leibert, J., (Cincinnati Shoe Co.) Cincinnati. 
Leighton, H. P., (Collella & Leighton) Lynn. 
Leighton, H. P., (Collella & Leighton) Lynn. 
Lewis, Geo. H. (Kurz & Lapidus) Brooklyn, 
i  - 

Leader Shoe Co., (Mr. Saifer) Boston. 


McWhirter, B., (Interstate Shoe Co.) \an- 
chester, N. H. 
Modlin, Harry, (Interstate Shoe Co.) Man- 


chester, N. H. 

Murphy & Saval Co., Chicago, Ill. 

Murphy & Saval Co., Chicago, Ill. 

McCabe, E. F., (Jellerson & Rafter) 

McCabe, E. F., (Jellerson & Rafter) 

McNally, E. V. 

Morton, C. P. 

McDonald, R. E., 

Chelsea. 

Murray, H. L. 

Meierhoffer, G., (Clinton Shoe Co.) Haverhill, 

Mass. 

Mack, Ira, (Gilbert Shoe Co.) Chicago, III. 

Mackey, Thos. D. Co. Inc., (Robt. Trist: 

Brooklyn. 

Moore, R. C., Waterloo, Iowa. 

Maylon Shoe Co., Marlboro, Mass. 

Maylon Shoe Co., Marlboro, Mass. 

Nash, R. E., (Interstate Shoe Co.) Manchest 

/ oe % 

Nobil, Geo., (Roth Shoe Co.) Cincinnati, ‘ 

O’Neill Shoe Co., (W. F. Green) Boston. 

Oberdorffer, N. C., (Wm. G. Dodge Shoe 

Newburyport, Mass. 

Ogden, H. R., (Bally Shoe Co.) Long | 

City, N. Y. 

Player, J. Y.,( Bally, Inc.) Long Island : ity, 

ee 

a J. Y., (Bally, Inc.) Long Island | ity, 
Y 


(United Am. Shoe Co.) 


um) 


I, 


-~ 


Ihio. 


‘.) 


ind 


= 


Phelan, M. A., (Goding Shoe Co.) Paris, | 
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Room 


1101 
1103 
327 


328 
1030) 


521 
522 
818 
820 
934 
423 
430 
330 
321 


Exhibitor 
Pattinson, M. M., (Goodyear Tire & Rubber Co.) 
Pattinson, M. M., (Goodyear Tire & Rubber Co.) 
Plant Shoe Co., Thos. G., (T. Byrnes) Boston, 
Mass. 
Plant Shoe Co., Thos. G., (T. Byrnes) Boston, 
Mass. 
Price, Sam, (International Footwear Co.) 
York, N. Y. 
Pennington & Gilbert Shoe Co., Rolla, Mo. 
Pennington & Gilbert Shoe Co., Rolla, Mo. 
Pontiac Shoe Co., Pontiac, IIl. 
Pontiac Shoe Co., Pontiac, Il. 
Prouty, H. F. 
Roth Shoe Mfg. Co., Cincinnati, Ohio. 
Roth Shoe Mfg. Co., Cincinnati, Ohio. 
Riesenberger, Wolf & Peck Co., Cincinnati, Ohio. 
Riesenberger, Wolf & Peck Co., Cincinnati, Ohio. 
Riesenberger, Wolf & Peck Co., Cincinnati, Ohio. 
Riesenberger, Wolf & Peck Co., Cincinnati, Ohio. 
Reed, E. P. & Co. (Frank H. Arnold), Rochester, 
Se # 
Rogers, Ed. (Dun-McCarthy Shoe Co.) Auburn, 
N. Y. 
Raiser, Wesley (Groves Shoe Co.), Chicago, Ill. 
Reith, C. F. (Juvenile Shoe Co.) Aurora, Mo. 
Rehbun Last Co. 
Rosensweig, Robert (Drexel Shoe Co.), Omaha, 
Neb. 
Rogers Bros. Shoe Co., Boston, Mass. 
Rosenberg, Jos. H. 
Rosenberg, Jos. H. 
Rice, W. B. Shoe Co., S. Braintree, Mass. 
Red Seal Shoe Co., Atlanta, Ga. 
Scruggs, C. W. (Interstate Shoe Co.), Man- 
chester, N. H. 
Shoop, Wirt (Haggerty Shoe Co.), Washington, 
C. H., Ohio. 
Shoop, Wirt (Haggerty Shoe Co.), Washington, 
C. H., Ohio. 
Saifer, Dave (Geo. B. Leavitt Co.), Farmington, 
N. H. 
Saifer, Dave (Geo. B. Leavitt Co.) 
N. H. 
Saifer, Dave (Geo. B. Leavitt Co.), Farmington, 
N. H. 
Shu Stiles, St. Louis, Mo. 
Shu Stiles, St. Louis, Mo. 
Stickles Shoe Co., Red Wing, Minn. 
Stickles Shoe Co., Red Wing, Minn. 
Stern-Auer & Co., Cincinnati, Ohio. 
Stern-Auer & Co., Cincinnati, Ohio. 
Saifer, Harry. 
Saifer, Harry. 
Sycle, J. (Washington Shoe Co.), Lynnn, Mass. 
Sycle, J. (Washington Shoe Co.), Lynn, Mass. 
Silverman, Harry I. (Gotham Shoe Co., Inc.), 
Binghamton, N. Y. 
Strassburger-Stiles Co. (F. Ghelin), Brooklyn, 
N. Y 


New 


Farmington, 


Strassburger-Stiles Co. (F. Ghelin), Brooklyn, 
N. Y 


Shaft Pierce Shoe Co., Faribault, Minn. 
Shaft Pierce Shoe Co., Faribault, Minn. 





Room 


314 
316 
730 


705 
627 
628 
711 
332 
114 
116 
117 
118 
223 
216 
614 


616 


| 
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1124 
1126 


Exhibitor 
Shapiro & Wagman, Portsmouth, N. H. 
Shapiro & Wagman, Portsmouth, N. H. 
Snell E. Clark. 
Souther, N. H. (Bliss & Perry), Newburyport, 
Mass. 
Stadaker (by Arnold, 717). 
Sweet, A. J., Inc., Co. 
Sweet, A. J., Inc., Co. 
Sweet, A. J., Inc., Co. 
Sachs, Burson & Vicorth, Inc. 
P. Sullivan Shoe Co., Cincinnati, Ohio. 
P. Sullivan Shoe Co., Cincinnati, Ohio. 
P. Sullivan Shoe Co., Cincinnati, Ohio. 
P. Sullivan Shoe Co., Cincinnati, Ohio. 
Tober-Saifer Shoe Co. 
Tober-Saifer Shoe Co. 
Terhune, Frank (Holmes-Terhune-Grossman ), 
Lewiston, Me. 
Terhune, Il*rank 
Lewiston, Me. 
Taylor, KE. A. (Abe Tober). 
Tristram, Robt. (T. D. Mackey Co.), 237 Brook- 
lyn, N. Y. 
U.S. Shoe Co. (E. M. Daniels), Cincinnati, Ohio. 
1. S. Shoe Co. (E. M. Daniels ), Cincinnati, Ohio. 
. Shoe Co. (E. M. Daniels), Cincinnati, Ohio. 
. Shoe Co.( FE. M. Daniels), Cincinnati, Ohio. 
. Shoe Co. (E. M. Daniels), Cincinnati, Ohio. 
. Shoe Co. (E. M. Daniels), Cincinnati, Ohio. 
. Shoe Co. (E. M. Daniels), Cincinnati, Ohio. 
J. S. Shoe Co. (E. M. Daniels), Cincinnati, Ohio. 


( Holmes-Terhune-Grossman ), 


St 


NNNNRN 


5 United Am. Shoe Co. (R. E. McDonald), Chel- 


sea, Mass. 
Unity Shoe Co., Lynn, Mass. 
Unity Shoe Co., Lynn, Mass. 


Library—Wohl, David P., St. Louis, Mo., 1224-26 


127 
822 


217 
219 
214 
216 


337 
1032 


414 
416 
424 
426 


Washington Ave. 

Wohl, David P., St. Louis, Mo. 
ington Ave. 

Washington Shoe Co. (Davis Shoe Co.), Wash- 
ington, Mo. 

Wolff Tober Shoe Co., St. Louis. 

Wolff Tober Shoe Co., St. Louis. 

Wolff Tober Shoe Co., St. Louis. 

Wolff Tober Shoe Co., St. Louis. 

Wilson, A. Percy. 

Washington Shoe Co., Lynn, Mass. 

Washington Shoe Co., Lynn, Mass. 

Wolf, Myron D. (Sam B. Wolf & Sons Co). 
Wolf, Myron D. (Sam B. Wolf & Sons Co.). 
Wolf, Myron D. (Sam B. Wolf & Sons Co.). 
Wolf, Myron D. (Sam B. Wolf & Sons Co.). 
William B. White (Cushman Hollis Co.), Au- 
burn, Me. 

Waldrop, Earl L., Mommoth Dept. Store, Shaw- 
nee, Okla. 

Wiechman, Harry A. (Weichman Pattern Co.), 
71 Duttenhoffer Bldg., Cincinnati, Ohio. 
Westing, A. A. (H. W. Merriam Shoe Co.), New- 
ton, N. J. 

Wass, Stanley, 1 Ancoln St., Boston. 

Wass, Stanley, 1 Ancoln St., Boston. 

Wright, Gorevitz & McNamara, Haverhill, Mass. 
Wright, Gorevitz & McNamara, Haverhill, Mass. 


1224-26 Wash- 


35 | 
35 ] 
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pave the way to 


UCCESS comes through serv- 
ing well the human needs of 
today, not those of yesterday or to- 
morrow. There is a wide-spread 
demand among fashionably dressed 
women today for the shoes that 
make up the famous “‘Beauty Maid” 
line. Truly, this line paves the way 
to profit. 


STYLE 


“Beauty Maid’’ Styles are unique 
because of their exceptionally grace- 
ful lines in pattern, and unusual 
color combinations as well as the 
appropriateness of materials used in 
them. They invariably foreshadow 


the mode. 


QUALITY 


“Beauty Maid’’ quality is set on a 
high standard by simply using the 
best in materials, the most skilled 
shoemakers obtainable, and _insist- 
ing upon the ultra-modern in factory 
method and working conditions. 
We have little or no change in our 
factory organization from year to 
year. The result is fine quality. 


CUSTOMER SERVICE 
Style and Quality, the two visible 


factors making up the value of the 
“Beauty Maid”’ line, are backed by 
the invisible factor of customer ser- 
vice. Our entire organization is 
alert to the fact that our customers 





WOLFF-TOBER 


2511 TO 2521 SULLIVAN AVE. 
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We invite you to visit our dis- We also invite you to come in 

play of “Beauty Maid” Shoes and see our line at Chicago dur- 

during the Saint Louis Style ing the N. S. R. A. Convention, 

Show, Rooms 214-216-217-219, January 9th, 10th, 11th, 12th— 

Jefferson Hotel —Saint Louis. Rooms 1335 to 1338, MVorrison 
H otel—Chicago. 





profit for you — 


must be served 100%; that our 
“Beauty Maid’’ dealers must have 
today’s styles. 


factory in 1924; another in 1925. 
Both modern in every respect. And 
now, work is under way on the third 

SALES GROWTH addition, to be completed February 
Our sales growth reflects the steadily Ist. This will give us an output of 
increasing demand for “Beauty 3,500 pairs per day. And with each 
Maid’’ Shoes. And with our forward step, we have strengthened 
growth, hundreds of merchants our organization so as to maintain 
have grown and profited. We always the same high degree of cus- 
started in business in 1923. Aver- tomer service throughout. 


age daily production follows: The “Beauty Maid” line with such 
pend Pairs Daily outstanding styles; with such unusual 


. 1,200 ™ seo : . 
1,800 ee ganization, truly is a profitable line 


2,500 ee for good shoe merchants. Our 


quality, backed by such a strong or- 


prices, therefore, are astonishingly 
low. Thus it is true that “Beauty 

FACTORY EXPANSION Maid”’ shoes pave the way to profit 
We built an addition to our original for you. 


é . °° 
Buy our shoes and grow with us. 


RESHOE MFG. CO. 


SAINT LOUIS, MO. 
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“Spanish Bootee”’ 


Something New 
SOMETHING DIFFERENT 


In Stock 


FOR AT ONCE 
DELIVERY 





7506—All Black Patenr “SPANISH 
BOOTEE.” With pinked edge Gun-Metal 
Patent Cuff collar. Cut out top perforated 
and stitched with scalloped edge as shown 
Parchment kid lined, full french corded 
21/8 New Heel. 


7507—Same as 7506 in 14/8 Cuban Heel. 


7508—All black patent with red kid collar, 
red kid lined, 21/8 Heel. 


7509—Same as 7508 in 14/8 Cuban Heel. 








7510—All black patent with parchment silk 
kid collar, parchment kid lined, 21/8 Heel. 


7511—Same as 7510 in 14/8 Cuban Heel. 


A—4'2-8 
WIDTHS: B—3'-8 
Cc—3 -9 


Price $4.00 


ber ond gelaye se ng pA de- Our line will be displayed at the 
eee en ees ere HOTEL JEFFERSON during the 
A line that can be profitably retailed at os “ 

Style Show. See the new “Bootee 


$5.00 and $6.00 in Rooms 216 and 223. 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors of Novelty Footwear in Stock 


1312 WASHINGTON AVE. ST. LOUIS, MO. 




















JEFFERSON HOTEL, ST. LOUIS 


will house the 
ACROBAT Family 


with many new members 
many new profitable ideas 


ALSO 


The Shoe they’re all talking about 











Nov. 28, 29, 30, Dec. 1 





BOOT AND 





In the ballroom of the Statler, where the 
Pageant is to be held, there will be seating 
accommodations for 1000. Admission will be 
by ticket only. Tickets can be secured from 
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any member of the association or from the 
association secretary, Frank A. Mahler, 
Room 418, Hotel Statler. Something new 
in the theatrical line has been promised. 


svverorerngeseermPENUHHANY EN) 


At the Mayfair Hotel 


Exhibitor 
M. N. Arnold Shoe Co., N. Abington, Mass. 
M. N. Arnold Shoe Co., N. Abington, Mass. 
Albert, J. & Sons, Brooklyn, N. Y. 
Albert, J. & Sons, Brooklyn, N. Y. 


Room 
102 
104 
328 
330 
Mezzanine 
Parlor C Bancroft-Walker Co., Boston, Mass. 
Parlor D Bancroft-Walker Co., Boston, Mass. 
106 Bond Shoe Co., New York, N. Y. 
108 Bond Shoe Co., New York, N. Y. 
110 Bond Shoe Co., New York, N. Y. 

Bond Shoe Co., New York, N. Y. 

Bradley Goodrich Co., (David L. O’Berry) 

Blue Ribbon Shoe Co., St. Louis, Mo. 

Blue Ribbon Shoe Co., St. Louis, Mo. 


Blue Ribbon Shoe Co., St. Louis, Mo. 





Bringardner Shoe Co., Logan, Ohio 
Bringardner Shoe Co., Logan, Ohio 


Washington Shoe Co., Washington, Mo., 


Brennen, Max 





Washington Shoe Co., Washington, Mo., | 
Brennen, Max 

Barlin Bros., 79 Ridge St., Brooklyn, N. Y. 
Barlin Bros., 79 Ridge St., Brooklyn, N. Y. 

Bleecker Shoe Co., Duane St., New York, N. Y. 


Bleecker Shoe Co., Duane St., New York, N. Y. 


| 
| 
} 
| 


Burdett Shoe Co., Lynn, Mass. 
Bennett, J. W. & Morris Lapidus, New York, 
N. Y. 

Beker & Friedman, New York, N. Y. 

Beker & Friedman, New York, N. Y. 

Carter, J. W. Shoe Co., Nashville, Tenn. 


Conrad Shoe Co., Brockton, Mass. 





Conrad Shoe Co., Brockton, Mass. 


Cornell Shoe Co., Brooklyn, N. Y. 


Room Exhibitor 


422 Clarendon Shoe Co., 372 Classon Ave., Brook- 


lyn, N. Y. 
424 Clarendon Shoe Co., 372 Classon Ave., Brook- 

lyn, N. Y. 
Parlor B The Deauville Import Co., New York, N. Y. 
322 Duttenhofer, Stanley Shoe Co., Cincinnati, Ohio 
324 
326 
728 
730 
729 
114 
i «.z, 
118 C. 
710 
712 
Parlor A Golo Slipper Co., Chicago, III. 
120 


Duttenhofer, Stanley Shoe Co., Cincinnati, Ohio 
Duttenhofer, Stanley Shoe Co., Cincinnati, Ohio 
Elbee Shoe Co., Brooklyn, N. Y. 

Elbee Shoe Co., Brooklyn, N. Y. 

Edmonds Shoe Co., Milwaukee, Wisc. 

C. P. Ford Shoe Co., Rochester, N. Y. 

Ford Shoe Co., Rochester, N. Y. 

P. Ford Shoe Co., Rochester, N. Y. 

Fair Sex Shoe Co., Lynn, Mass. 


Fair Sex Shoe Co., Lynn, Mass. 


Gregory & Read Shoe Co., Lynn, Mass. 
Gregory & Read Shoe Co., Lynn, Mass. 
Gregory & Read Shoe Co., Lynn, Mass. 
Griffin Mfg. Co., New York, N. Y. 
Hiuskamp Bros. Shoe Co., Keokuk, Iowa. 
Hiuskamp Bros. Shoe Co., Koekuk, Iowa 
Helmholz Shoe Co., Milwaukee, Wis. 
Helmholz Shoe Co., Milwaukee, Wis. 


Huth & James Shoe Mfg. Co., (A. N. Moody) 
Milwaukee, Wis. 

Crispin Shoe Co., Haverhill, Mass. (Shern 
Haseltine) 


Huth & James Shoe Mfg. Co., (Mr. Huth, 
Milwaukee, Wis. 


Horn Shoe Co., Lynn, Mass., (Max Horn 


Kanalley Shoe Co., Newton, IIl. 
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310 
312 
602 
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604 


804 







806 











406 
408 
410 
412 
4 
420 


502 











8 







504 






506 





508 






510 





512 





520 





599 





524 


529 






530 





610 





612 
614 
828 
830 
426 
428 









Room Exhibitor 


Kurz & Lapidus, Inc., Brooklyn, N. Y. 
Kurz & Lapidus, Inc., Brooklyn, N. Y. 
Lorimer Shoe Corp., Brooklyn, N. Y. 
Lorimer Shoe Corp., Brooklyn, N. Y. 
Lorimer Shoe Corp., Brooklyn, N. Y. 
Lorimer Shoe Corp., Brooklyn, N. Y. 
Lexington Shoe Co., Haverhill, Mass. 


Lexington Shoe Co., Haverhill, Mass. 


Mezzanine—Section 3—Marathon Shoe Co., J. P. 


Everston, Wausau, Wisc. 

Mildred Shoe Co., Brooklyn, N. Y. 
Mildred Shoe Co., Brooklyn, N. Y. 
Mildred Shoe Co., Brooklyn, N. Y. 
MeNichols & Taylor, Lynn, Mass. 
MecNichols & Taylor, Lynn, Mass. 
MeNichols & Taylor, Lynn, Mass. 
Milius Shoe Co., St. Louis, Mo. 
Milius Shoe Co., St. Louis, Mo. 
Milius Shoe Co., St. Louis, Mo. 
Morris Bros. Shoe Co., Quincy, Ill. 
Morris Bros. Shoe Co., Quincy, III. 
Midvale Shoe Co., St. Louis, Mo. 
Midvale Shoe Co., St. Louis, Mo. 
Midvale Shoe Co., St. Louis, Mo. 
Midvale Shoe Co., St. Louis, Mo. 
Midvale Shoe Co., St. Louis, Mo. 
Midvale Shoe Co., St. Louis, Mo. 
Mayer, F. Shoe Co., Milwaukee, Wis. 
Mayer, I’. Shoe Co., Milwaukee, Wis. 
Mayer, F. Shoe Co., Milwaukee, Wis. 
Mutual Shoe Co., Brooklyn, N. Y. 
Mutual Shoe Co., Brooklyn, N. Y. 
Monroe Shoe Co., Auburn, Me. 
Monroe Shoe Co., Auburn, Me. 


Monroe Shoe Co., Auburn, Me. 


Model and Modern Shoe Cos., Haverhill, Mass. 


Model and Modern Shoe Cos., Haverhill, Mass. 
Ozark Shoe Mfg. Co., Webb City, Mo. 
Ozark Shoe Mfg. Co., Webb City, Mo. 











Room 


429 
430 
202 
629 
802 
810 
812 
822 
824 
516 
518 
622 
624 
626 
628 
630 
714 
716 
718 


726 





Exhibitor 
Ozark Shoe Mfg Co., Webb City, Mo. 
Ozark Shoe Mfg Co., Webb City, Mo. 
Parisian Beading Company, New York, N. Y. 
N. A. Paris Shoe Co., Brooklyn, N. Y. 
Partridge, rank A., Chicago, III. 
Prospect Shoe Co., New York, N. Y. 
Prospect Shoe Co., New York, N. Y. 
Premier Shoe Co., Brooklyn, N. Y. 
Premier Shoe Co., Brooklyn, N. Y. 
Roger Bros. Shoe Co., Boston, Mass. 
Roger Bros. Shoe Co., Boston, Mass. 
Rich Shoe Co., Milwaukee, Wis. 
Rich Shoe Co., Milwaukee, Wis. 
Rich Shoe Co., Milwaukee, Wis. 
Rich Shoe Co., Milwaukee, Wis. 
Rich Shoe Co., Milwaukee, Wis. 
Rickard Shoe Co., Haverhill, Mass. 
Rickard Shoe Co., Haverhill, Mass. 
Rickard Shoe Co., Haverhill, Mass. 


Racine Shoe Co. (J. T. Hudds). 


? 


Mezzanine—Section 2—Sinsheimer Bros. Shoe Co., 


314 
316 


514 
704 
706 
218 
220 


992 


224 


206 
829 


Chicago, IIl. 

Shu Stiles, St. Louis, Mo. 

Shu Stiles, St. Louis, Mo. 

Slipper City Shoe Co., Haverhill, Mass. 
Seymour Troy Shoe Co., Brooklyn, N. Y. 
Seymour Troy Shoe Co., Brooklyn, N. Y. 
Seymour Troy Shoe Co., Brooklyn, N. Y. 
Thompson Shoe Co., Humboldt, Tenn. 
Tull and Gordon, Brooklyn, N. Y. 

Tull and Gordon, Brooklyn, N. Y. 

Valley Shoe Corp., St. Louis, Mo. 

Valley Shoe Corp., St. Louis, Mo. 

Valley Shoe Corp., St. Louis, Mo. 
Valley Shoe Corp., St. Louis, Mo. 

R. E. Welsh Shoe Co. Newburyport, Mass. 


Weinsten, Martin, Brooklyn, N. Y. 
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St Louis Welcomes You 


Naturalizers Foot ( harms' 















Fa 41i oO 


hed on 
Dr. Sawyers | 





Dr. Sawyers 
Between November 28th Famous Lasts | 

and December Ist, our city a J ne 

will extend hearty welcome to ——- 

visiting retail merchants. 










For the occasion, Blue Rib- 
bon Shoemakers, Inc., have 
engaged Rooms 226, 228, 230 
and 929 at Mayfair Hotel, 
where our representatives will 
exhibit NATURALIZERS— 
beautiful, stylish, smart fit- 
ting, high quality shoes for 


women, 


This Money-Making Line of 
Specially Proportioned Light Welt 
Sewed Shoes Offers You 


“A PERFECT FIT FOR EVERY FOOT.” Built over 
combination lasts, NATURALIZERS provide perfect, com- 


fortable fit for toe, waist, instep, heel. Sizes from 21 to 11; 


widths from AAA to EE. 


POPULAR SELLING PRICE. Instead of the usual 
“$10.00 and up,” your customers pay from $7.50 to $8.50. 
You pay from $4.60 to $4.85—a splendid mark-up. 


EXCLUSIVE SELLING RIGHTS. For one merchant in 
each city. No competition in building a profitable, perma- 
nent business. Join the rapidly growing number of keen, 
aggressive merchants who are taking on this marvelous line. 


IMMEDIATE DELIVERY. All orders are shipped the 
same day received. We carry in stock, an extensive range 
of sizes, widths, patterns and materials. 


MERCHANDISING HELPS. _ Effective newspaper 
mats, booklets, display material are supplied free. National 
advertising will soon be under way. 


Ask Us About This Business Building Opportunity 




















Corinne 
















































CORINNE 


Cutout Tongueless Ox- 
ford. Combination last. 











Blue Ribbon Shoemakers, Inc., is a dis- 
































14/8 Covered oe tinct organization formed by the Brown a 
rye paar wee Shoe Company to manufacture a com- been la 
. a ii plete line of Women’s Welt Sewed, spe- Covered Fal 
cially proportioned, Steel Arch Shoes Spanish, He 
P : yea V el 
we eo that perfectly fit every foot. year Wel 
Widths AAAAA/AAA , — 
To D/EE. 4 
AAA/A to A—Sizes 5 Bl R bb Sh k I PATENT 1.F A\THER 
to 10 ue 1ppo0on oemakers, inc. Style 
B to EE--Sizes 2% to . ‘ é ” or \AA 
" St. Louis, Missouri Widths ye 
BLACK SLAZED KID ° ; rae 
Width "AAAAA/AAA Women's Shoes Exclusively 0 
to D/EE. B to DS 


Sizes 2% to 11. “A Perfect Fit for Every Foot” 11063 









No 
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“Two smaller feet in every pair™ 


At the May fair ~ Rooms 218 to 224 


In selecting highly styled McKays all discussions end 
when the complete spread of offerings by Valley is seen 


We have just put in three 
new lasts ~ shorter vamps 


and higher heels 


alley 


OS: hoe Cérpera tion, 


30/5-/7 Selena Street 
Sint Kouls 
MAKERsS OF WOMENS STYLE FOOTWEAR 
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| | QE WO OG WH OG WHT OG WHT OG WHT OG WHT 006 WHT DOS WH OG WHT OG WHT OG WHT OG WHT OG WHT DD) 


| 
Shu-Stiles New Creations | 
; are Under Lock and Key 

Until the Style Show 


UR original interpretations of the : 

mode, showing the new colors, are ¢ 
predestined to success. They will make , 
their debut during the annual St. Louis 
Footwear Style Show, in three beautiful 
conveniently located displays. 


None Will Be Shown 
or Sold Until Then g 


Those who come to St. Louis are : 
invited to inspect this scintillating 
array of Shu-Stiles at $3.35 to $4.25. 


Those in the Trade Who Do Not Attend the Show . ? 


y 
2 
. 
will follow this hint and await the forthcoming \ 
) 
) 
>) 
: 


) 


) 
g 
5 
>) 


y 
ri 
) 
? 
j 





presentation ready to “Say It with Sizes for Im- | 
mediate Delivery.” 
Three Complete Displays 


\ Hotel Mayfair Hotel Jefferson 
Suite 314-316 Suite 218-220 


and our New Enlarged Sample Room at 
1330 Washington Avenue 


¢ 
$s 


) 
) 


g 


x / 
\ 2 
] SHS peES 
) 

\ 


: 


) 











FHC 9 CARS CAKDCAKK 50D 





SCAKLS? 
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MAYFAIR 
HOTEL 


NOV. 28, 29, 30—DEC. 1, 1927 
ST. LOUIS 

























































One grade only 
moderately priced 






Style, Fit and sree 
of the best - - — 













Lasts of character and 
distinctively different 








Don’t fail to see this outstanding line. It 
will be a pleasure to show you. 















MIDVALE 
SHOE CO. 


3417 LOCUST ST. 
SAINT LOUIS, MO. 



































Branch of the International Shoe Co. 
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BRILLIANT 


NEW STYLE 


CONCEPTIONS 


“for the Active 
Woman of Today” 


MN AN NAN SARS SAA SAAR RR 























See the Martha Washington display at St. Louis 
Pageant of Footwear Fashions, Nov. 28 to Dec. 1 


Mayfair Hotel — Rooms 520, 522, 524 


In attendance to serve you — 
J.J. MARTIN—H. H. BAUER—H. L.JOSEPH—HUGH M.CRULL 


F. MAYER SHOE COMPANY: Milwaukee, Wis. 


OF. M.S. Co., 1927 











a She Atsl (ombiaed 


1928 


SPRING STYLES | 


Washington 

















_ “for the Active 
Woman of Today” 
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Mezzanine Floor 
A Section 3 


BOOT AND SHOE RECORDER 
[ On to 
St. Louis! 
~ Nov. 28, 29, 30, 
Dec. 1 


Hotel Mayfair 


~ 











SINBAC, the Makers of 
Helthy-Fut Shoes, 
WELCOME YOU 


On to.St. Louis for the 
forthcoming Annual Pag- 
eant of Footwear Fashion— 
November 28th, 29th, 30th 
and December Ist. 

It will indeed be a gala oc- 
casion for shoe men. A dis- 
play of styles and designs, of 
patterns and leathers that bids 
fair to excel anything that has 
gone before. 

Not the least of the 
lines represented will 


be the SINBAC Helthy-Fut 
offerings for infants, misses 
and growing girls. Always 
good to look upon, it is also a 
line that is always good to 
sell. 

You will find us in Section 
3, Mezzanine Floor, Hotel 
Mayfair. The door-mat reads 
“Welcome” .. . the latch 

string is out . .. so 
walk in. We'll be de- 
lighted to see you. 


SINBAC, 211-13-15 W. Monroe Street 


CHICAGO 
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Our complete line will be 


displayed at the St. Louis 
Style Show: Rooms 322, O T eC q) eC T 


324, 326 Mayfair Hotel. 








STANLEY DUTTENHOFER 


RCHBRI 


CINCINNATI 




















e 


$32 - ..In Stock 
An all patent “Arch Brace” lightwelt 15/8 
wood covered heel, gray kid lined. No. 13 
last. In Stock also in glazed kid and Madrid 
brown kid. 


SALA BL E 
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1927 





rpinning and holding 


NEW 
CUSTOMERS 


“Arch. Brace” shoes are doing this very thing 
for a long list of merchants, today. Why? 
Because they are simply wonderful shoes—fine 
in quality—fine in workmanship—built over 
proven lasts. In addition, they are backed by an 
In Stock Service. These shoes provide an un- 
usual opportunity for building a sound, substan- 
tial and profitable business. 


THE STANLEY DUTTENHOFER SHOE CO. 


Cincinnati, Ohio 














The Delta 


- ...In Stock 
An all patent lightwelt “Arch 
Brace,” 15/8 wood covered 
heel, gray kid lined, No. 13 last. 
In Stock also in glazed kid. 


The Retha 


S26 In Stock 
A three strap “Arch Brace” all 
patent fashionwelt 14/8 leather, 
light rubber top piece, No. 21 
last. Also in stock in black kid. 






































THE LAS T PATIR 
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TURN SHOE 
IND s 


A Ney 





The 
Ault-Williamson Shoe Company 
is now 
America’s Largest Producer 
of 
Goodyear Turned Shoes for Women 
Constant Cooperation is con- 
stantly widening the selling 
circle of every A-W retailer 
—and national advertising 

constantly stimulates sales! 






wn ttHHitll Wins 
ooo EPEEEEEEE Ung, 
“> Geer by 






CONSTI NNe Cov ene en 
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AT THE 
ST. LOUIS STYLE SHOW 


Hotel Jefferson—Room 319 Hotel Statler—Room 118 





Charles Ault Lester B. Shackford 
President and Treasurer Vice President 


And Salesmen 


Ralph Moulton 


Richard P. Boothby Henry Deidesheimer Gordon McDaniel 
Western Sales Manager 


Vice President O. L. Rappleye Charles Marbury 


WE’LL SHOW THE LINE 
OF NATIONAL SERVICE 


Quarter of a million pairs of Con- 
stant Comrort and CONSTANT 


NOC, R 
T/ ey StyLE Shoes—the shoes with the 
“ar — 7 famous style and comfort fea- “A Foot of Comfort 
tures—constantly in stock at Au- Means Miles of 
Look for one of these trade marks and 7 x i Fn - a ae 
the Goodyear Turned symbol of identi- burn and St. Louis. W € make Happiness 
fication on the sole of every genuine , : ~h> O 90% O r¢ 
CONSTANT COMFORT or CON- gg night shipment nae n f all 
STANT STYLE Shoe. at once” orders—insuring quick 





replacements to our retailers all 
over the country. 


Ault-Williamson Shoe Company 


Turn Shoe Specialists 


Factory and Eastern Sales Division: Auburn, Me. 


Central, Western and Southern Sales Division: 


416 North 12th St., St. Louis, Mo. 


| Gonstan®r ST1¢é Shoes 





Approved Spring Shades 
for Men's Shoes 
in fine Boarded 
Calf Leathers 


- SUPERANILINE ANILINE 
CALF CALF 


MARLBORO MAYFAIR, [2 
Light Tan “ 








SUNNINGDALE SAVOY .. 9 /M\\ | 
” Medium Tan a. V7 ( } . 


< Ric h Brown 


= 


WESTCHESTER. WINDSOR | 


: \ ) 
Lose i 


ay; 








sien ] 


BARNET LEATHER Co. INC. | 


03. S Wap 7-8 a6 oa, O'S 8 OR = . ie 1 ae 4 0): 5 Ge 2 & pa 


hag ™~ 


(; ‘ 
Its a Barnet Leather y . 
NEG? 








AND SHOE RECORDER 


CALCUTTA 


A Very Handsome 
India Lizard Reproduced 
in Genuine Embossed 
Calf Leather 


ISG CALCUTTA Blonde 
226 CALCUTTA White Jade 


2356 CALCUTTA Honeyberge 


r 


176 CALCUTTA Jan 
JOS cArcuttra Stroller 


28 cCALcuTTA Nut Brown 


aN 3IS CALCUTTA Reddish Brown 


CALCUTTA Black. 


2 
3 eC 
BARNET LEATHER CO. INC. i 
[O32 @ Wee - 7-8 28 .G- & 4 8 On = 2 am 2 O)- 8 ae os & wh ‘A 
ANS “Its a iene Leather” ee ae 
PA 
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ADJUSTMENT 


is what the shoe business needs. 
Lets get adjusted to conditions in. 
the matter of foot correction. 


You need something to sell to effect foot 
correction because most of your customers 
The fine adjust- have feet that won't let them wear shoes in 


ments which are 


essentialtoaccurate  CQmfort without some support for the arch, 


fit and correction 
are quickly and 


casils made with Whatever type of arch supports are used, 
Dr. Scholl’s Arch 


Finer they cannot correct—they cannot fit per- 
fectly—they cannot make the shoes feel 
comfortable to weak arches without accu- 


if AN er rate ADJUSTMENT to the contour and 
t Pes == 2. . . . . - 
yn ey aelk i enn condition of the individual foot. 


FY 














The supports must be adjusted not once 

but several times, to follow up the improve- 

ment with further elevation of the arch 
Second position—Raising the ap- until it is gradually eased back into its 
pliance as foot condition improves a 

normal position. 


Third positionArch fully re- D 4 Se ch oll. Ss 


stored to its normal contour Corrective Foot Appliances 


are fully and instantly adjustable. It’s the work of a moment 
ZN to fit them accurately to any foot with the aid of Dr, Scholl’s 
Arch Fitter. 
Why you should sell the Dr. Scholl method of foot correction 
For Customers’ Benefit For YOUR Benefit 


Just the right support just where it’s needed— Initial sale and profits larger. Stock investment | 
not where it isn’t. is smaller. f 


calls for an adjustment, which takes but a mo- ( 
ment—forming the habit of coming to your store 
and giving you the inside track for future sales. 


At intervals of three to six weeks the customer 
Gradual restoration of the arch to normal posi-, 
tion through several adjustments. 


of relieving arch trouble, and will appreciate this 
thorough method. They will become enthusiastic 
boosters for you. 


Don’t start something you can’t finish. If you THE SCHOLL MEG. [x).. Inc. 


Prompt relief and practical correction. 


Most of your customers have tried other methods 


start to correct foot arches be sure that you can go Largest Makers of Foot Appliances in the World 
y 8 213 W. Schiller St., Chicago 


through with it. Don’t forget this important mat- 62 W. 14th St., New York 112 Adelaide St., E., 7. -ont 
1-4 Giltspur St., London, E. C. 


ter of ADJUSTMENT. Branches in the leading cities of the World 


\ 





ment 
‘holl’s 


on 
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ONE Ts On On nN ON BON LON LON LON LON LO ON Os rr a 


AT LAST! 


“HOLFAST™ 




















@ The Buckle Holder that Definitely Prevents Loss of Buckles ............ 
@ The Buckle Holder that is Easily Attached 
@ The Buckle Holder that is Filling the Crying Need of the Shoe Industry. . . 


MADE IN ONE SIZE ONLY —OF SPECIALLY 
TEMPERED SPRING STEEL 
@ Every Retailer Owes it to Himself and His Customers to Give HOLFAST the 


Trial it Deserves. Order in Gross Lots Today, Either Direct or Through 
Your Local Jobber—and Get the Benefit of Quantity Prices. 





PRICE LIST 


$1.50 Doz. Pairs 


$15.00 Gross Pairs, 1 to 5 
Gross 


$12.00 Gross Pairs, 5 Gr. or 
More 











DEAUVILIE IMPORT CORP 


IMPORTERS OF 


SHo® SPECIALTIES 
45 West 34h Street 


NewYork 


Producers of “Holfast” Buckle Holders 


OO OO NO a Oe ee ee ee tl cd tl > <at> el <> <at> <dd> <at> <a ~ <a ~ <<a <<tti ~~~ 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
@ The Buckle Holder that HOLDS 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
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We introduce “Marcia,” a 
dainty and diverting little 
Oxford of Unborn Calf 
with Black Kid Trim to fit 
in with the present vogue 
for Black Velvet or Satin. 








Diverting and attractive 
because of its unusual ma- 
terial, dainty and alluring 
because of its exquisite 
workmanship, “Marcia” 
has been accepted by the 
aristocratic leaders of 
Fashion. 
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HIS season’s beaded evening gown 
is very different looking from those 
of previous seasons. Both Chane! 


Expressing thi 
formality of 
season, the mu 
blouse with th 
vet suit or se; 
velvet skirt. 
is a velvet ens: 
by Bergdo 
Goodman ‘| 
pany, emplo\ 
gold meta 
blouse. Red 
fur is used fo) 
only. 


and Louise Boulanger have contribute: 
a number of very smart beaded evenin 
gowns this season, Chanel sponsoring 
both beaded chiffons and beaded nets 
Her beaded chiffons are usually softened 
with a plain chiffon flounce, and as a rule 
show the new unevenness of hemline that 
characterizes the whole evening mod 
Last week Franklin Simon & Co. empha- 
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“IN STOCK. 


Brown tweed en- 
semble by Patou, 
shown by Bonwit, 
Teller & Company, 
employing a novel- 
ty fur for collar, 
cuffs and facings. 
The jumper is of a 
knitted wool ma- 
terial. 











sized the importance of the beaded eve- 
ning gown as sponsored by Chanel in ox- 
blood red. 

We are seeing more and more tweed 
ensembles in our tours of the New York 
shops. Of course, they are still only a 
very high style item, for the materials 
used are expensive imported fabrics. 
Some of the tweed ensembles are only 
suitable for sports wear, but that is not 
true in all cases. One ensemble of a dark 
gray mixture, for instance, is accom- 


























The “Ardwave” 


The smart fashionables have 
taken up the Tweed Ensemble 
in a way that portends a really 
great following. 


This style trend is expected to 
carry well into the Spring Sea- 
son, and has an important bear- 
ing on shoe design. 


GEORGE BAKER presents the 
“Ardwave’’ in tan calf as an out- 
standing shoe to harmonize with 
this latest Fashion movement. 


Style 271 
Java Tan Calf 


Vamp and Quarter 


Calcutta Lizard Calf 


Strap and Heel Cover 


Our 257 Universal Last 
14/8 Boxwood Heel 


AAA AA A 
442 to 8 4 to 8 34% to 8 
B +4 
3 to 8 3 to 8 


$5.75 


Two pairs or less 25 cents pair extra. 


GEORGE BAKER 


“SHOES FOR WOMEN” 
Made by 
GEORGE W. BAKER SHOE CO. 
343 Classon Avenue, Brooklyn, N. Y. 


MAKERS OF QUALITY TURN FOOTWEAR 
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panied by a blouse of silk jersey, the 
shawl collar of the coat being of very fine 
flat, white caracul. The tweed ensemble 
is sponsored by almost every important 
French couturier this season, a significant 
fact in the success of every style that is 
launched. Both Patou and Chanel em- 
phasize this type of costume. However, 
the tweed ensemble with the seven-eighth 
length coat is the more usual type than 
the one shown from Patou. 


o | 


17 SMITH ST. BROOKLYN 


Fashion 
emphasis 
has placed 
the Beaded ‘ 
Eveni: Gown h) N 

in Geo Mendlighe om The beaded eve- 
for the winter mode. 1 i ning gown as spon- 
1} ol i 
LAX & ABOWITZ pre- 7 | sored by Chanel in 
sents the “Paramount” f oxblood red. Model 
Strap of deep red velvet with r & - 
dainty trim and heel of gold shown thro 
kid to complement the beaded courtesy of Frank- 
evening gown of red—one of the lin Simon & Com- 
most popular colors. : 
pany, New York 


The medium toe and the 18/8 heel are 
appealing points in this well groomed 
evening slipper. 
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6 DRIGGS AVE 
FOOKLYN 


Tweed ensemble by 
Patou, consisting of 
a skirt, short coat 
and cape, the latter 
trimmed with om- 
bre dyed caracul. 
Shown through 
courtesy of B. Alt- 
man & Company. od | “Reset” snahees 
its style debut, 
right in step with 
the latest Dictate 
of Fashion. 


Smartly conceived 
and _ fashioned 
with skill of 
brown suede and 
The metallic blouse is an integral part mottled Canesca, 
of the formal afternoon mode. It is worn it finds its place 
with the velvet ensemble and is the usual immediately in 
choice to wear with separate velvet skirt. the Tweed vogue. 
Gray is at last recognized as one of the _ 
very important colors for fall and win- repre pepe 
ter. The very dark gr. in th e se Se 
y grays appear in the 
sports and tailored modes and are usually 
accompanied by black accessories, while 
gray in lighter tones is exceedingly chic 
for evening. 








goring is again 
shown in this 
latest creation. 
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Our Biggest Seller 
Jeanne Mule Pump 


IN-STOCK 
12 WAYS 


Black Patent A line of children’s shoes which 
Black Satin doesn’t fit like a flash isn’t 


Blue Velvet worth shelf room! 

$4.00 “Doctor’s Choice” health shoes 
for children must fit, because 
Bronze Patent they are made on remarkable 
Mi dnight-Blue Kid combination lasts to a doctor’s 
y exact prescription. This grew 
Grey Kid from thousands of tests on all 

Black Flower Satin kinds of children’s feet. 
Brown Flower Satin For “Doctor’s Choice” Foot- 
White Satin wear are “preventative” shoes— 
Red Flower Velvet not “corrective.” They fit the 


Blue Flower Velvet child’s natural foot and keep it 
as nature intended. The finest 


$4.25 of materials and neat styles 


: ’ make them durable and attrac- 
Silver Kid tive. In fit, comfort and ap- 


34 85 pearance these health shoes are 
° better than many a_ higher 
19/8 Spike Heels priced line. 

Nature Footwear Corp., 


No initial orders for less than 12 pairs Brewer, Maine 





Every now and then, some pattern proves 
to be an exceptional repeater. 

Right now it’s the Jeanne. Mainly because 
it is a wonderful fitter—and because we 
are offering it in a wide variety of the 
wanted materials of the moment. 


Geo. M. Rosen, Gen. Mgr. 














Stock No. 6221—Mecca Cf. Oxford. Gold Sp 
Spartan Soles, Combination Last. Stocked C-D-E. 


Wide....5-8, $1.70; 8%-11, $2.00; 11%-2, $2.30 
5 per cent, 10 days 


The spring line is ready—tet 
samples convince you of its 
unequalled value. 
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“TU 
in excess of 7 


“{\UR entire force is so enthusi- 

astic that we are enjoying a 
marked increase in business since we 
placed ‘Queen Quality’ shoes on sale 
early in February of this year, giving 
them a reasonable amount of publicity. 
The response has been most gratifying 
and our business has been constantly 
increasing. We do not hesitate to give 
credit to ‘Queen Quality’ for its 
proper share in this increase. 


“Another thing which has pleased 


us greatly is the fact that we have 
achieved thus far a turnover in excess 
of seven times annually. We find the 
shoes very satisfactory, properly priced 
and excellent fitters and are more 
than glad to recommend them most 
highly as a merchandising proposition 
which, if properly handled, is sure to 


spell success.” 

r r rv 
The above is a complete, unedited letter from 
the keen shoe buyer of one of tne largest de- 
partment stores in the country. 
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Women are looking for a one strap as smart 
as this one in patent leather. Note the gold 
kid binding. 


You can sell this versatile model of suede 
in whippet brown for street or for wear 
with afternoon 


THOMAS G. PLANT CORPORATION, 


ares Set 


{WE REPEAT] 


Topay, as you read 
this, the Queen Qua.iry 
proposition repre- 
sents one of the best 
opportunities ever 


offered to the alert 


merchant 


One of the smartest of the new low- 
swung Oxfords uses tan calfskin with 
interesting tailered touches of reptile 
trimming. 


An outstanding success of the season is this 
trim shoe which combines suede with kid 
and features the single wide strap. 


BOSTON, MASS. 


6 8 6 a oO 8 So PS eS PO EP SP ee er PS es Pe 
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“Woolskin Slippers” Kozy Komfor JS 
Sure Holiday Winners 


A Style for Every Demand 


Warm High Grade Woolskin Bootees with either Soft 
Padded Soles or Flexible Outsole Rubber Heels—also in 
Colored Kid, Calfskin and Patent Combinations—making 


IDEAL “HOLIDAY MERCHANDISE” 





Flexibles Soft Soles 
171 Men’s 2113 Women’s Kid 
271 Women’s 1111 Men’s Calf 
Write for Samples TODAY! 
Let us outline our 
SPECIAL SLIPPER PROPOSITION. 


et ee Si 


Kozy Komfort Shoe Manufacturing Co. seas ts 
Milwaukee, Wisconsin “ ‘< LIPP F R 5 


Settee cae Samanta tell 











TOE and BALLET SLIPPERS 








Established 1887 
209 West 48th Street, New York City 


The new “CON. . IN STOCK : : 
CAVE ARCH" * A Genuine Turn 
Professional Hard . 
Toe Ballet. “Duo-T-vpe” 
A fine turn shoe with flapper heel for misses and women at & s¢D 
sational price—$4.26 in stock. 
Made of the finest materials guaranteeing lotig wéar. an STOCK in Patent Leather and Black Kid, $4.25 
Beautiful in appearance, and fit perfectly. Sizes 1-8, Widths A. to D. 


i fe order. 
Immediate delivery. A complete line of soft toe ballets Extra widths and other materials 
carried in stock. SEND for SAMPLES and CATALOGUE of COMPLETE LIN 











ORNAMENTS 


RHINESTONE 
BUCKLES 


GENUINE 
CUT STEEL 
BUCKLES 


SMALL RHINE- 
STONE CLASPS 


IMITATION = Lines — Men’s — 
CUT STEELS, ETC. Prise Menge $2.25 - $4.25. 


LEATHER BOWS Me, 47 = Ten Kid Oper. 





Write for New Complete Illustrated Catalogue ' 
Wipei ds TTT 


LINCOLN STORE SUPPLIES COMPANY 
1508 Washington Ave. ST. LOUIS, MO. 
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SHOES 


In Exclusive Patterns 


for Women who recognize and 
appreciate STYLE in dignity of 
design and harmony of color and 
materials— 


—who remember the ease and 
exceptional fitting. 


A trinity that makes for perma- 
nency of patronage. 
Send for FOLDER of NEWEST 
STYLES 


IN STOCK 


Sherwood Shoe Co. 


Makers of Beauty Arch and Dr. Darling 
Style Footwear 


Rochester, N. Y. 


NEW YORK CITY CHICAGO 
R. F. Schneider F. J. Le Pine 
907 Marbridge Bldg. 1618 Republic Bldg. 
PHILADELPHIA LOS ANGELES 
W. F. Schoell G. C. McAtee 
119 So. 4th St. 706 Forrester Bldg. 
DENVER, COL. 
W. B. MeNutt, 218 Charles Bldg. 
PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 






































“DARWIN” 
Genuine Alligator. Also made in 
all popular materials. You'll re- 
order on this model—often! 














“CASSIE” 
A “Beauty Arch’’ model. Smart- 
ness in every line. In various 
heights of heels and in choice of 
materials. 
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The following letter is a mighty fine compliment, 
coming as it does from a man of experience and 
from one who has devoted a lifetime to the study 
of fine quality merchandise and its manufacture. 


A. E. Nettleton Co., Oct. 18th, 1927. 
Syracuse, New York. 


“Gentlemen: 


I want to take this opportunity of expressing my views 
regarding the manufacturing of Nettleton shoes and the 
extreme care with which they are made. I did not fully 
realize what an institution Nettleton is until I had the 
pleasure of personally visiting Syracuse about three weeks 
ago. 

I have visited quite a good many shoe factories in the 
last few years and I want to honestly say that from my 
observation the Nettleton factory stands the highest in 
every respect. 

I feel that the newly acquired connection between the 
Finchley organization and the Nettleton Co. cannot but 
result in a mutual and profitable success for both. 

Thanking you and the entire Nettleton organization 
for the courtesies shown me on my recent visit, I remain 


Very truly yours, 


F. V. McWILLIAMS.” 
Finchley’s, 
New York and Chicago. 





“There are no finer shoes” 


A. E. NETTLETON CO. 


H. W. Cook, President 
Syracuse, N. Y. 
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N.S. T. .A. Announces Reduced Rates to Its 
Members Attending Chicago Conventions 





H. VOORHART, for many years 

¢ representing Utz & Dunn Co., now 
carries the Johnson, Stephens & Shinkle 
line of St. Louis in Kansas and 
Nebraska. Mr. Voorhart succeeds Bud 
Martin in this territory. 





HE Shoe 

Travelers As- 
sociation of Chi- 
cago held a meet- 
ing at the Hotel 
LaSalle on Satur- 
day, Nov. 5, at 
which Charles 
Small, manager 
of the mechanical 
rubber’ goods 
division of the 
United States 
Rubber Co., was 
the principal 
speaker. Mr. 
Small stressed the power and beauty of 
friendship forcefully and _ eloquently, 
and was thanked by a rising vote of 
the Chicago organization. Secretary 
Charles L. Heilbrun read a letter from 
the Indiana association announcing 
that the Indianapolis organization is 
solidly behind their fellow member, 
Homer Beals, for the presidency of the 
National. The “Hoosier” body recently 
withdrew their claims to the 1928 na- 
tional convention of the N. S. T. A. and 
voted in favor of holding that meeting 
in Chicago during the same week that 
the N. S. R. A. is to hold its annual 
“get-together.” The Welfare Commit- 
tee announced the death of A. A. Herro 
and the illness of two other members, 
A. J. Strand and Vice-President D. W. 
Christian. The meeting voted to re- 
serve a page in the records to commem- 
orate “Dave Davis Night,” held at the 
wy — Chicago, on the evening of 





Charles L. Heilbrun 





ILLIAM HENRY DEAN, a mem- 
ber of the firm of Leonard, Shaw 
»& Dean of Middleboro, Mass., who trav- 


eled the South for thirty or more * 


years, died suddenly on the evening of 
Nov. 9, following an operation at a hos- 
ital in the vicinity of Boston. Mr. 
Dean was 68 years old. He was born 
in Quincy, Mass., and had been con- 
nected with the shoe business since his 
boyhood days. He received his first 
education in the industry with the old 
wholesale footwear house of Marquez 

Barney of Boston. Later, he was 
connected with Hathaway, Soule & Har- 
ington. He leaves a wife, a daughter, 
and two brothers. His funeral took 
Place on Nov. 12 from his late home at 
15 Englewood Road, Brookline, Mass. 
Mr. Dean was one of the best known 
and best loved men in the trade. He 
was a gentleman of the old school, 





By HELEN M. HANEY 


kindly, and considerate of others. He 
leaves many friends in the industry to 
mourn his passing on. He was a past 
president of the Southern Shoe Travel- 
ers’ Association and a member of the 
N. S. T. A. Mr. Dean was also a policy- 
holder in the N. S. T. A. group insur- 
ance feature. 

Delegates from the Boston Shoe 
Travelers’ Association, the Southern 
Shoe Travelers’ Association and the N. 
S. T. A. were present at the funeral. 


HARLES LYONS and Lester Hance 

have recently joined the salesforce 
of Morse & Rogers, New York, as Phil- 
adelphia and adjoining territory repre- 
sentatives for this house. 








REDUCED RATES TO CHI- 
CAGO FOR N. S. T. A. 
MEMBERS 


Boston—T. A. Delany, secre- 
tary of the N. S. T, A., announces 
that all members of the N. S. T. 
A. wishing to attend the conven- 
tion of that organization, which 
will be held at the Hotel Stevens, 
Jan. 7-10, will be granted reduced 
rates of fare and a half to Chi- 
cago and return to starting point, 
provided they ask for validation 
certificates at the point where 
they purchase their tickets. Mr. 
Delany further announces that 
this reduced rate privilege will 
be granted to N. S. A. mem- 
bers wishing to leave Boston as 
early as three days before Jan. 
7, and to return as late as three 
days after the N. S. R. A. con- 
vention of Jan. 9-12, — 
these certificates are validated by 
the National Secretary, or his as- 
sistants, at the N. S. T. A. Vali- 
dation Booth at the Hotel Stevens. 











UST as we were about to announce 

in these columns the news that A. 
A. Herro (Bert), for many years ac- 
tively identified with I. Grossman, Inc., 
former Chicago manufacturer of wo- 
men’s McKays, had taken the Midvale 
Shoe Co. line for Western territory, a 
dispatch came from our Chicago office 
telling us of Mr. Herro’s sudden death. 
On his initial trip for the St. Louis man- 
ufacturer, Mr. Herro was taken ill at 
Columbus and after two days’ suffering 
from pneumonia was unable to with- 
stand the ravages of the disease. 
Funeral services were held in Chicago 
on Saturday, Oct. 29. “Bert” Herro 


was one of the best liked men who ever 
carried a sample case. His fine friend- 
liness and marvelous virility appealed 
to all with whom he came in contact. 


E INGRAM, one of the popular shoe 
¢ travelers of the Pacific Coast, has 
recently taken on the representation of 
the Hallahan & Sons, Inc., line. His 
headquarters are at 640 South Broad- 
way, Los Angeles. 





W. “NEWT” VIOLETTE, known 

¢ as “The Comfort King of the 
Northwest” because of the extensive 
territory in that section in which he 
has represented Ault-Williamson Shoe 
Co. of Auburn, Me., has been trans- 
ferred to Northern California and is 
now making his headquarters in San 
Francisco. “Newt” is no stranger to 
California, where he has a host of 
friends acquired when he formerly 
traveled the entire State. Expansion 
of the Ault-Williamson business in the 
Northwest has resulted in a decision to 
place two new salesmen there under 
Mr. Violette, who will, in addition to 
covering Northern California, make 
occasional calls on all A-W retailers 
whom he has been serving. When a 
youth in Clinton, Mo., “Newt” was 
being groomed by his father to become 
a farmer, but he became a “globe-trot- 
ing” shoe salesman, instead, with a big 
territory, in which he was a producer 
for his firm. 





F. OBE R- 

¢ FIELD, oneof 
“the Quaker City” 
boys and member- 
ship chairman of 
the N. S. T. A., 
covers Philadel- 
phia for the F. M. 
Hoyt Shoe Co. of 
Manchester, N. 
H. Mr. Oberfield, 
as well as all of 
the other mem- 
bers of the trav- 
eling sales force 
of this company, 
are very enthusiastic over the new line 
of samples of Beacon and Beacon Kling- 
Arch shoes for men and women which 
they are now showing to their trade. 
Here is the line-up and their territo- 
ries: R. T. Anderson, Illinois and Mis- 
souri; Nat Berg, New York City; J. M. 
Byron, North and South Carolina; S. J. 
Connor, Oklahoma; H. H. Crawford, 
Tennessee; W. O. Dabney, Maryland 
and Virginia; F. W. Evans, Kentucky; 
W. W. Ford, Mississippi; J. H. Glidden, 
Vermont, New Hampshire, Massachu- 
setts and Maine; Joseph Harris, Penn- 
sylvania, West Virginia and eastern 
Ohio; W. A. Heim, Ohio; C. B. Hitz, 
New York State; Jos. L. Hitz, New York 
and New Jersey; B. L. Hopper, Louisi- 
ana and southern Arkansas; Milton 
Ikard, Texas; E. G. Krug, New York 
State; J. B. Kruger, Washington and 





I. F. Oberfield 
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SMART STYLES 
Assuring You 


LONG PROFITS 


IN STOCK 


AA 5-9 
A 4-9 


BC&D 3-9 W/ 


Welt 
Solemark 


OOD Ot st ot oO 


EES-Arch Shoes Sell Easily the 
© First Time Because of Their 
Pronounced Style Charm 


i 2 hem a) ad eh ne k-- hee 


E: 


They Assure 80% Repeat Business 
Because of Their Unequaled 
Charm of Fit and Feeling 


<3 


No. 23i—Black Kid 
Fashion Welt with 
Arch Support—Price 
$4.25. 


No. 251—Same in all patent. 
In stock AA to C width—Price $4.25. 


AAA&AA 5-9 
A 4-9 

B 3%-9 
3-9 


Welt 
Solemark 


INSTOCK 


One of the loveliest Three 
Eyelet Ties 


$53—$6.40 
Soft Black Kid—Black Diamond 
Check Calf Trim... 13/8 
Leather Heel 


$54—$6.65 
Lustrous Brown Kid with Tongue 
and Trim of Alligator Calf 
.+- 13/8 Leather Heel 
Sizes for both: 


AAA, 5} to 9; AA and A, 4 to 9; 
B and C, 3 to 9; D, 34 to 9 and E, 4 to 8 


Numode Last 


No. 255 — Patent 
Fashion Welt with 

Arch Support—Price 

$4.25. 

No. 233—Same in all kid 


In stock AAA to D width. Leather with rubber 
heel—Price $4.25. 
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the new EES-Arch Style Book. 


Littleway 
Solemark 


The J. P. SMITH SHOE CO. 
671 N. Sangamon Street, Chicago 


Smith Smart Shoes for Men and Women 
Dr. A. Reed Cushion Shoes for Men 


No. 90—Patent One 
Strap — ‘‘Littleway”’ 
with attractive but- 
ton cover—Price $4.25 





Welts that are fashionably styled with 
latest dmproved arch comfort features. 
Littleway Shoes have turn flexibility with 
welt support and are free from trouble- 
some tacks. These shoes keep “turning 
and earning” because of our quick in-stock 
service. Send for catalog. 


Advertising mats for these styles furnished. 


Wise & Cooper Shoe Co. 


Auburn, Maine 
Makers of Good Shoes Since 1883 
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Oregon; J. G. Lee, Massachusetts, 
Rhode Island and Connecticut; J 

Leso, Ohio; W. N. Mills, Kansas and 
Nebraska; C. N. Oberfield, New Jersey; 
L F. Oberfield, Philadelphia; M. B. 
Oberfield, Alabama; H. E. Slayton, Jr., 
Chicago; B. M. Stivers, Texas; J. V. 
Tarver, Georgia and Florida; C. E. Ver- 
purg, Michigan; H. O. Warren, Indiana. 





F. PRICE is the new sales man- 

¢ ager of the Excelsior Shoe Mfg. 
Co., Portsrnouth, Ohio, succeeding L. Bi. 
Revare, who resigned Sept. 1, 1927. Mr. 
Price for the past seven years has rep- 
resented the Nunn, Bush & Weldon 
Shoe Co. in Ohio, Maryland, West Vir- 
ginia and adjoining territory. He was 
held in high esteem by the various de- 
partment heads of the Milwaukee or- 
ganization and they, as well as his 
many friends in the traveling frater- 
nity, are congratulating him on his ad- 
vancement in “shoedom” circles. 





ILLIAM T. MITCHELL, secre- 

tary of the Southwestern Shoe 
Travelers’ Association, recently an- 
nounced the marriage of his daughter, 
Margaret, to Terry Hornaday, which 
will take place at 8.30 o’clock on the 
evening of Nov. 23, at the First Bap- 
tist Church, San Antonio, Tex. 





HE Indiana Shoe Travelers’ Asso- 

ciation held a house warming on 
the evening of Nov. 12 at its attractive 
new club room in the Claypool Hotel. 
“In the future,” says National Vice- 
President Homer H. Beals, of Nobles- 
ville, Ind., “the Hoosier State Boys 
want every member of the National 
Association to make our club ‘house’ at 
Room 726, Claypool Hotel, his head- 
quarters when in Indianapolis.” 





ICHARD P. MARTIN, known to 
the trade as Dick Martin, and a 
member of the Rochester Association 
of Traveling Shoe Salesmen, is ill at 
the Genesee Hospital, Rochester, N. Y. 





K L. BARTON, who for many years 
*“* covered Arizona and New Mex- 
ico for Foot, Schulze & Co., died sud- 
denly recently in Phoenix, Ariz. His 
line was still spread attractively in one 
of the sample rooms of the Jefferson 
Hotel when he checked out for the last 
time. Mr. Barton had covered his ter- 
ritory for 45 years, and loved that part 
of the country. When his son, K. L. 
Barton, Jr., of St. Paul, Minn., heard 
of his father’s serious illness, he hur- 
ried to him, but the elder Mr. Barton 
had passed away before his son could 
reach him. The message that the fa- 
ther left the son was to go back into 
the shoe game and to keep the Barton 
name associated with shoes. His son 
intends to follow out his father’s 
Wishes, Mr. Barton had a large circle 
of friends in the trade. He was a real 
salesman, and a high-grade man in 
every respect. Of Mr. Barton, his son 
Writes: “To me, he was a wonderful 
man. He was unselfish to a fault. He 


loved, helped and encouraged every 
man, woman and child to do the right. 
He found his Heaven here on earth by 
working hard and being kind and heln- 
ul to everyone. The shoe world needs 


— men like my father—men 


ow no such word as ‘quit.’” 
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G. LLEWELLYN, who for the 

* past seven years covered Pa- 

cific Coast territory for The Ault- 
Williamson Shoe Co., and who recently 
completed a two months’ tour of ‘Eu- 
rope in connection with his trip to the 
American Legion convention in Paris, 
has recently changed his representa- 
tion to the houses of Vaughn-Towle & 
Co. of Lynn, manufacturers of women’s 


serecennrennriee = 





Homer Beals of Indiana Thanks 
George Marott 





Homer H. Beals, 
N. S. T. A. Vice Pres. 


(George J. Marott, prominent retail 
shoe merchant of Indianapolis, subscribed 
$1,000 to The Hoosier State Boys to help 
them to defray the expense of the 1928 
N. S. T. A. Convention, in the event of 
its being held in Indianapolis. When the 
convention city was changed to Chicago, 
National Vice-President Homer H. Beals 
of Noblesville, Ind., a prominent member 
of the Indiana Shoe Travelers Association, 
sent a splendid letter, in behalf of the 
Indiana Shoe Travelers, officially notify- 
ing Mr. Marott of the change in the con- 
vention city, from which the following 
is an excerpt.) 

“Our reason for changing the 1928 
N. S. T. A. convention city from Indian- 
apolis to Chicago came about this way; 
for some time we had been hearing ex- 
pressions from members of the shoe 
traveling fraternity, that inasmuch as they 
wanted to attend the N. S. T. A. Conven- 
tion in Indianapolis, it would prove a 
hardship, because of absence, from their 
homes an extra week and with double ex- 
pense. The New England and New York 
salesmen could get round trip rates to 
Indianapolis, but would have to come 
back to Indianapolis from the National 
Shoe Retailers’ Convention in Chicago the 
following week in order to get service on 
their tickets. The Milwaukee and Chicago 
salesmen would also have extra expense 
on round trip between Indianapolis and 
Chicago. So in a meeting of the Indiana 
Shoe Travelers’ Association we decided 
we did not want to serve a hardship on 
any member of the National Association, 
and in view of the fact that Chicago had 
shown a willingness to have the conven- 
tion we decided to move it there, thinking 
that probably it would be for the best 
interests of the National Association as a 
whole, and in doing this, dear Mr. Marott, 
we have not been inconsiderate of you 
nor unmindful of the munificent sum of 
$1,000 you so graciously and whole- 
heartedly subscribed to us to help pay 
the expense, in case the convention was 
held in Indianapolis. This gracious act on 
your part is known to every shoe traveler 
throughout the United States and the 
Nation’s shoe retailers, as well. 


Long Live Mr. 


It is renewed evidence of the affection 
that you have always shown for the boys 
who sell shoes on the road and it will 
not be forgotten in the days to come. We 
pray that God in his infinite love and 
mercy may lengthen your life; that you 
may be with us for many long years as 
our public spirited citizen and benefactor 
is our sincere wish. The National Shoe 
Travelers’ Association, of which I am vice- 
president, and the Indiana Association, in 
which you have always shown so much 
interest as friend and neighbor, wish me 
to extend to you their heart-felt thanks. 


vaevaneanssrneninaann 


Marott 
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turn comfort shoes, and the Hilliard 
Shoe Co. of Groveland, Mass., makers 
of high-grade novelty turns. Mr. 
Llewellyn will have his headquarters 
at the Hotel Hayward, Los Angeles, 
and will cover the entire Coast with 
his new lines. He has a thorough ac- 
quaintance with merchants in this part 
of the country, which he has covered 
for 15 years. Prior to his Ault-Wil-. 
liamson connection he sold the Nunn- 
Bush, Milwaukee, line. Mr. Llewellyn, 
who is now a captain in the Reserve 
Corps of the regular army, states that 
he was the first shoe salesman on the 
Pacific Coast to enlist in the regular 
army at the outbreak of the World 
War, going overseas in the 91st Pacific 
Coast Division. He was an active par- 
ticipant in the battles of San Mihiel, 
the Meuse-Argonne, Verdun and 
Ypres-Lys. On his recent trip to the 
battlefields, he drove from Brussels to 
Ostend, and went over the old-fought 
fields. He was accompanied by his 
wife. He observed that much building 
is going on in the former devastated 
area. He was present at the luncheon 
given in honor of Doumergue, Per- 
shing, Poincare, Foch; he brought his 
camera along and took several inter- 
esting snaps. Mr. Llewellyn observed 
that the best stores overseas are owned 
by American firms, and that the shoe 
fitting in most of the European stores 
is done by women. 





T was reported in these columns un- 

der date of Oct. 29 that “Theo. Sey- 
dell, a member of the Boot and Shoe 
Travelers’ Association of New York, 
was killed, when he was struck by an 
automobile in New York City.” The 
name was given incorrectly uninten- 
tionally. It should have been printed 
Robert H. Seydel. 


TIS N. BRUNDAGE is completing 

his twenty-third year with the 
Irving Drew Co., Portsmouth, Ohio, and 
reports one of the biggest increases 
during the past year of any similar pe- 
riod in his long connection, a generous 
percentage of the gain being attributed 
to the company’s “Arch Rest” special 
construction footwear. Mr. Brundage 
has recently disposed of his interest in 
the retail shoe department of the 
George E. Brett Co., Mankato, Minn. 
The purchaser is E. F. Rogers, who for- 
merly conducted the Winona, Minn., re- 
tail shoe store operated under the style 
of Rogers & Schuster. 


FF RANE LAW, high grade _ shoe 
salesman, who has traveled in New 
York and Pennsylvania for a _ great 
many years, first for the old firm of 
Thayer, Maguire & Field of Haverhill, 
and for the last few years for F. E. 
Adams of Newburyport, Mass., is seri- 
ously ill at his home in Schuylerville, 
N. Y. Mr. Law has always been held 
in high esteem by the trade and by his 
brother salesmen, and many of his more 
intimate friends, who have not seen him 
since last August, are much concerned 
to know that he will undoubtedly be 
obliged to give up his road duties for 
some time. Meanwhile Mr. Law would 
appreciate a letter from those of his 
friends who have not learned of his 
sickness. 
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Immediate Delivery 
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Betty Slippers for 















New York 


Goodyear Turns of utmost quality, 
skillfully designed for the better 


trade. 


“Naida” Patent Leather, $6.25. 110 
Last 18/8 Heel, AAA to C, Modified 
Toe. 

“Rayella”’ Black Satin, $6.25. 


N 


“Tosca” Patent Leather, $6.25. 110 
Last, 18/8 Heel, AAA to C, Modified 
Toe. 

“Norma” Black Satin, $6.25. 


aan 


“Celinde” Patent Leather, $6.25. 75 
Last, 14/8 Heel, AAA to C, Modified 


Toe. 


“Wanda” Patent Leather, $6.25. 120 
Last, ae Heel, AAAA to C, French 
type las 

Po landa” Black Satin, $6.25. 











Ready for Immediate Shipment 





Bates-Dow Co., Inc. 


70 Washington St., Brooklyn, N. Y. 








November 19, 1927 
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“Over Fifty Years of Service” 
Insurance Policies 
and Parachutes 


When you trust your fate to a parachute, you are 
vitally concerned as to whether that parachute 
will bear you safely to earth. Just so with your 
insurance. When the emergency comes you want 
to know that it will carry you to a safe landing. 


Central Policies provide the soundest kind of in- 
surance protection. Ample resources and the 
reputation of the company give assurance of fair 
adjustments and prompt settlements. Our divi- 
dend of 30% effects a saving of nearly one-third 
in insurance cost. 


The careful buyer is certain to be in- 
terested in both the quality and the cost 
of Central Insurance. Full information 
on request. 


“ee ho CENTRAL 


Manufacturers Mutual Insurance Company 
of Van Wert. Ohio. 


Fire and Automobile Insurance for Select Risks 


me Friendly 
@mpany 

















Cannot catch 
the hosiery with 








‘“HUBTIP”’ 


“No Metal Tip” Shoe Laces 












Strong—Serviceable—Good 
Looking and Good Wearing | 
| 
| 


“Hubtips” from “Tip to Tip” are made 
of high grade braid. To Tin Tags to 
catch fingers—hosiery or pull off. 


Laces are kept clean and neat in find- 
ings case. Each pair “Hubtips” come 
in individual carton, 72 cartons in gross 
cabinet, Tan, Brown and Black. I 


READY SELLER FOR QUALIT Y— 








‘“HUBTIPS”’ | 


Manufacturers 
FRANK W. WHITCHER CO., BOSTON, MASS. 


| 
} 
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Gaiters Selling as Xmas Gifts 


Rubber Footwear Is Moving Lively in Every Store 
Where It Is Attractively Featured in Holiday Trims 


weeks away! Progressive re- 

tail shoe merchants every- 
where are making these five weeks 
the best selling time of the year, on 
practical gift merchandise. Right 
at the top of this list they are plac- 
ing galoshes—the utility galosh, as 
well as the big variety of new and 
interesting novelty gaiters. These 
gaiters, in their fashionable shades, 
are used beside a leather shoe, or 
hosiery, of a blending shade. The 
new gray low gaiter, with velvet 
cuff and sometimes with velvet flut- 
ings at the side, is often arranged 
in the Christmas gift window beside 
the new gray hosiery and gray kid 
shoe, with heels of gaiter and shoe 
corresponding—all three of these 
being footwear accessories to the 
modish gray costume ensemble, in 
which squirrel fur or the recent fa- 
vorite of fashion, the short gray- 
haired fur, is featured. 

The new sport gaiters, in their 
bright plaids, harmonize well with 
the Christmas holly and red berries 
and are often effectively displayed in 
the shoe store window as a comple- 
ment to the knitted sports sweaters 
in gay hues. Gaiters are also dis- 


Se HRISTMAS is only five weeks 





A suggestion for a 
Christmas gift rubber 
footwear and felt slip- 
ber trim, of which a 
mirrored background, 
holly bordered, and 
cartons tied with red 
ribbon are features 





played to good advantage near felt 
slippers or those of bright leather, 
or satin house slippers. Glittering 
buckles also help to attract the at- 
tention of the public to a Christmas 
gift gaiter window. They match the 
mirrored, silvered or frosted back- 
grounds and add realism and warmth 
of appeal through their sparkle. 


HE rubber boot for the kiddies 

makes its strongest appeal to the 
family pocketbook at Christmas 
time. Every child has a very defi- 
nitely expressed desire for a pair of 
rubber boots and almost invariably 
includes this item in his letter to 
“Santa Claus.” Many merchants, 
who keep a careful record of the size 
of the feet of their children cus- 
tomers, write a special letter to 
mothers at about the time their 
Christmas gift children’s rubber 
boot trim begins, telling these 
mothers that they will find at the 
store a fresh stock of the much-in- 
demand rubber boot, of good quality 
and at a reasonable price, in the 
exact measurements of the feet of 
their little ones. The merchants 
then show several pairs of these rub- 
ber boots in their store windows, 


grouping them in various heights 
and styles, with a neat sign nearby 
suggesting these boots as “The 
Christmas Gift That Your Child 
Will Love the Best.” 


HE Christmas gift certificate is 

another requisite of the Christ- 
mas gift rubber footwear window. 
It does away with the thought of the 
prospective purchaser that “I can- 
not buy these shoes, because they 
may not be the right size, or color, 
or pattern.” Here is the reading on 
a window card that has been used 
effectively as a quick mover of gift 
gaiters: “When Winter Storms Are 
Raging and the Snow Is Deep and 
Wet, She Will Have Frequent Oc- 
casion to Remember the One Who 
Thoughtfully Gave Her Galoshes for 
Christmas.” Here is another sug- 
gestion for a window card for the 
Christmas gift rubber footwear 
trim: “The Carefully Selected Gift 
Carries the Sparkling, Joyous 
Christmas Spirit Right Into the 
Home on Christmas Morning. Give 
the Gift You Would Like to Get— 
Galoshes.” Here is something new: 
“A Practical Gift, and One of 
Beauty.” 





Tell the public about 
the desirability of 
giving gaiters, rubber 
boots and other mem- 
bers of the shoe “fam- 
ily” as remembrances 
at the Yuletide. Show 
Gift Certificates 
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$7.25 (5S $6.50 
Goodyear Welt AS \— eg Special Process 


Stock No. once Stock No. 
B646 (rs B636 


Genuine Brown Alligator 
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B674—Genuine Brown Alligator, Wide One-Strap, Goodyear Welt $7.25 


“CLARE” “REBA” “ALFA” “ARABY” 
. “Goodyear Welt” 


2 Cub nd 
2/8 Heel \ A > on Covered Heel 
y ray § RS ; e 
> ‘ — : Y as) = L 2 


ee Suede 
" (Cuban Heel) ......85.25 
B-208S—Black Velvet 
B-265—Black Suede. .85.00 with Braid Trim... .$4.75 B-280—Black Suede 
5. (Cuban Heel) 

* 4.25 B-292—Brown Velvet 

6.00 witr Braid Trim.... 4.75 Heel) 4.50 B-199—Tan Calf with 

4.25 B-773—Patent (Spike Grain Calf Trim.... 
. a4 Heel) 4.7 
: 4.25 








SEE MENIHAN and MENIHAN ARCH-AID Lines at ST. LOUIS g 
PAGEANT, November 28, 29, 30, December 1, Hotel Mayfair, Rooms on 
1004, 1006, 1008. Net 30 Days 


THE MENIHAN COMPANY 


Pittsburgh Office: SHOEMAKERS FOR WOMiIN New England Office: 
Draper Hotel 


Henry Hotel R 
ochester, N. Y., U. S. A. Northampton, Mass. 
W. A. BARNEY ’ ELLIOTT LA MONTAGNE 


New York Office: 846 Marbridge Bldg. San Francisco Office: Pla 
B. W. MOYLAN H. S. KUSHINS za Hotel 


Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East St 
ev A. F. JENKS C. E. VanDEGRIFT h Street 


tie Hotel D it om 
Ontense Senge Magers Hot wtrett Ore Sam cay Hove 
Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 


Send for Catalogue of Other Styles in Stock 
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Ohio Valley Merchants to Meet 


In Columbus, February 13, 14 & 15 


Program for Annual Con- 
vention Now Being Ar- 
ranged; Banquet Set for 
Night of February 14 


CoLuMBus, OHIO (UTPS)—The an- 
nual convention of the Ohio Valley Re- 
tail Shoe Dealers Association will be 
held at Columbus, Feb. 13, 14 and 15. 
This decision was made at a meeting of 
the executive committee, composed of 
President J. J. Henry of Huntington, 
W. Va., John J. Baird of Columbus, and 
P. J. Myer of Dayton. Secretary C. E. 
Dittmer sat in at the executive meeting 
and gave valuable pointers for the pro- 
gram. The hotel will be selected at a 
later date. 

The set-up will be very similar to 
the programs of previous conventions. 
The first date, Feb. 13, will be devoted 
to registration and the meeting of the 
board of trustees. Business sessions 
will start on Feb. 18, following a 
luncheon given to the members with 
the reports of the officers and naming 
of the standing committees. The an- 
nual banquet will be held on the eve- 
ning of Feb. 14. 

Another luncheon will be held on 
Feb. 14, which will be followed by a 
business session. The final session will 
be held at 10.80 a. m., Feb. 15, when 


officers will be elected and committee | 


reports will be received. 


Traveling salesmen and factory rep- | 


resentatives will be allotted rooms in 
the hotel where the sessions are to be 
held and the exhibits will be as large 
as at previous meetings. 

The program of discussions will be 
outstanding in the respect of taking up 
questions that are most serious at the 
present time. A number of entertain- 
ment features are being arranged and a 
special entertainment committee will 
be named to look after the ladies who 
attend the meeting. 


Bufkin Opens New Store 


Brox, Miss—J. E. Bufkin, shoe 
man of thirty years of experience, who 
has stores in Hattiesburg and Gulfport, 
has opened a similar store in the Yer- 
ger Building in Biloxi, where he will 
have a complete line of shoes for men, 
women and children, with a stock of 
hosiery, luggage, buckles, polishes and 
ladies’ hand bags. The Biloxi store 
will be operated under the personal su- 
Pervision of Mr, Bufkin, who will have 
as his employees Mrs. Irma Toulme, 
Mrs. G. H. Kirkland, Jr., and Richard 
Brown, all capable shoe people. 
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LOOK IN THE WINDOWS 
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Griesinger’s 


68th Anniversary 
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Speaking of anniversaries, this 
one is entitled to first prize and 
ought to be allowed to sell mer- 
chandise at any price without 
protest. The store of Grie- 
singer’s was opened in Medina, 
Ohio, in 1859, and the present 
owner, C. L. Griesinger, has been 
selling shoes for 54 years in the 
same store. The store recently 
has been completely remodeled 





Shoe Mart 21 Years Old 


St. Lours, Mo.—The Shoe Mart cele- 
brated this week its 21st anniversary. 
Special store and window decorations 
were used together with increased pub- 
licity to herald the event. M. M. Mc- 
Cain, manager of the store, said that 
satisfactory results were obtained from 
the sale. The sales force was divided 
into two teams, the Red and Blue. 





San Francisco Trying 
to Stem Tide of Black 


SAN FRANCISCO, CAL.—San Francisco 
shoe merchants, wisely, are attempting 
to stem the current of black shoes. In 
every window are seen colored shoes, 
beautifully made and _ fashioned. 
Browns, blues, trims of varying shades, 
blacks with soft tones of suede. Blacks 
in patent are shown but require no 
pushing. 

Suede seems to have made a large 
impression in the minds of the San 
Francisco woman as nearly every store 
has some sort of suede or suede com- 
bination on display. 

Velvets, satins, silver and gold slip- 
pers, brilliant with ornament and 
buckle, relieve the drab effect of too 
much black. Color is dominant. Dress 
goods windows show blue and the shoe 
stores have clambered aboard the 
wagon. Blue shoes to go with blue 
dresses are offered by many of the best 
stores. 

Prices are held at a high level, al- 
though some of the stores are offering a 
lot of shoes at reduced prices. This is 
evidently an effort to clean stock of 
some bad guesses. 

The city is now enjoying its most de- 
lightful weather and the dresses seen 
on the street and in hotels suggest 
Spring rather than Winter. Right in 
line with this condition are shoes to 
match up or accompany any dress that 
the fair ones deem “the thing.” 

Unlike other cities, in the southern 
part of the State, San Francisco stores 
feature many handsome styles in rub- 
ber overshoes, galoshes or what you 
may choose to call them. These rubber 
shoes are right in the van of style and 
color and will ring cash registers many 
times in the next months. 

On the street, men seem to prefer 
tans. Women are stepping out in 
blacks. It is a contrary situation and 
one that shows the peculiar trend of the 
American mind. All in all, San Fran- 
cisco seems to be holding true to its 
pre-eminence in quality merchandise 
and substantial trading methods. 


New Display Idea 


HAMILTON, OHIO (UTPS)—Arthur G. 
Bramlage, manager of the Newark 
Shoe Store at 158 High Street, Hamil- 
ton, Ohio, has originated an unique 
window display which is attracting a 
good deal of attention. Shoes are dis- 
played on a revolving stand, running 
on a circular track, which is operated 
by a small electric motor and which is 
set at a certain speed which shows 
every shoe to full advantage. The me- 
chanical part of the device is concealed 
under the floor of the show window. 
The background of the window is a 
life-sized owl with batting eyes with 
the following inscription: “Be wise, 
open your eyes, buy Newarks.” 
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Eliminating Pin Cushions 


Women who object to the pin 
cushion instep effect experienced 
in many oxfords of the open throat 
type, will like the fit of our 
Mercedes pattern. 


While the tie is of the tongueless 
variety, the opening at the throat is 
small, with the lower eyelets placed 
so that the lacing eliminates any 
bulge at the throat. 


MwDtoO 
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- 


—o 2a nw ow 498 Io F 


This oxford is built over our 509 
combination last. It has a refined 
medium toe, a snug fitting arch, in- 
step and heel, and a very comfort- 
able fitting forepart. Carries a 16/8 
IN STOCK full breasted covered Louis heel. 


aod 


MERCEDES The pattern is of the quarter over 
Style B1968—Patent Leather type, and gives the foot a charming- 
. B1969—Black Glazed Kid ly trim effect. 


woe ea 


Widths AAAA to EEE A run of sizes in this pattern will 
Sizes 1 to 11 prove a good investment for its 
Price $6.00 smartness will appeal to your 

““style’’ customer; its comfort and 

fit to your most particular “‘correc- 

tive’ customer. 


Sizes 92 and 10, 50c per pair extra 
10% and 11, 75c per pair extra 


We have a goodly supply of both 
numbers on the floor. Your order 
will be filled the day we receive it. 





37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 
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La Crosse Shoe Men 
Form New Association 


LA Crosse, Wis.—Interest in an as- 
sociation has been revived among the 
shoe retailers here and the result has 
been the formation of the La Crosse 
Shoe Retailers’ Association. E. A. Rice, 
who was secretary of the association of 
former years, was elected president at 
the first meeting; A. N. Arenz, vice- 
president; and D. L, Kahl, secretary- 
treasurer. 

A committee was appointed to draw 
up a constitution and by-laws for the 
organization and to report at the next 
meeting which will be held when this 
committee is ready to report. Among 
the aims of the association is the idea 
of eliminating all unbusiness-like prac- 
tices, and to promote a cooperative ad- 
vertising campaign, to promote better 
business methods, and bring about a 
full spirit of cooperation among all 
retailers. 

Monthly meetings are planned for the 
future when the constitution is drawn 


up. 





Oates Moves Department 


CoLumBus, OHIO (UTPS)—E. J. 
Oates, who was in charge as manager of 
the men’s shoes department in the Queen 
Quality Shoe Store, 46 North Fourth 
Street, has taken that business, which 
is owned by the Commonwealth Shoe 
Corporation, to a new location at 6 
East Long Street. This department 
was operated separately from _ the 
Queen Quality Company which handles 
women’s and misses’ shoes and is man- 
aged by H. F. Smith. The lease on the 
store room at 46 North High Street 
was disposed of at a good advantage 
and Mr. Smith is now looking for a 
location for the women’s department, 
which will be operated separately from 
the men’s business. The company must 
vacate the room Dec. 1. 

Mr. Oates will operate the men’s 
business under the name of the Bos- 
tonian Shoe Co., and will handle the 
Nettleton and Bostonian lines. 


Big Store in New Building 


CINCINNATI, OHIO—Formal ovening 
of The Big Store Co., was held Oct. 31, 
at their new downtown location. The 
shoe department, under the direction 
of R. E. Young, made 33 cent house 
slippers the day’s special and disposed 
of 1900 pairs before closing time. The 
Big Store operated in their previous 
location for thirty-three years before 
buying and remodeling the ten story 
building they now occupy at Seventh 
& Race Streets. 

John Gregg, vice-president of The 
Feder-Gregg Co., will leave this week 
for the East on an extended sales trip. 
Mr. Gregg will carry the spring line 
with him, samples of which have just 
been completed. 








Williams Rejoins Kinney 


CANTON, OHIO (UTPS)—Earl P. 
Williams, who was manager of the G. 
R. Kinney Shoe Co., at Canton, when 
the store was opened five years ago, 
and who resigned to enter other busi- 
ness a year ago, has returned as man- 
ager of the store. 





White Has Booth 
at State Exposition 





AusTIN, TEx. (UTPS)—The White 
Shoe Store of Austin, Tex., arranged 
a booth at the State Exposition held in 
Austin during October that won ad- 
miration from many lovers of pretty 
shoes. 

This booth was furnished in luxuri- 
eus floor coverings and drapery that 
added richness to the display with har- 
monizing color plans. 

Along with the imitation potted flow- 
ers were some of the newest creations 
in correct footwear for the particular 
women to suit every occasion. 

This special display was the subject 
of many worthwhile compliments and 
the direct result of some increased 
visits and sales for the firm. 


First Golden Rule Shop 
Opens in New Haven 


New HAVEN, Conn. (UTPS)—Open- 
ing day was a gala occasion at one of 
New Haven’s newest shoe shops, when 
each purchaser of shoes received a gift 
of a pair of silk stockings to match. 
This store, one of a chain operated by 
an organization known as The Golden 
Rule, carries out a system whereby 
every worker in the factories where the 
shoes are made, and every sales clerk 
in the stores where they are sold, is a 
part owner in the company, and shares 
in its profits. The shoes sell uniformly 
at a price of $4.60. 

Record crowds filled the store, al- 
though the weather was unfavorable, so 
that it took the combined efforts of 
three of the officers of the organization 
to “direct traffic” and keep the service 
smooth. 

The young ladies behind the hosiery 
counter were kept equally busy, and 
this completely stocked hosiery depart- 
ment is to be a permanent feature, with 
shades to match all the shoes. 

L. A. Schoen of New York, president 
of the organization, was present for 
opening day. It was he who chose the 
site, in the busiest part of New Haven’s 
shopping district. A number of new 
openings are contemplated within a 
month in several sections of the United 
States. 





Uses Rotogravure 
for Mail Advertising 


NASHVILLE, TENN. (UTPS)—H. M. 
Young, manager of Bell’s Booteries, 
featuring “feminine footwear” at Nash- 
ville and Chattanooga, Tenn., has, in 
his opinion, hit upon a very successful 
plan for putting his footwear fashions 
before the people. 

First, he bought a page ad in the 
gravure section of the Nashville Ban- 
ner. When the last paper had flicked 
off the press he had 10,000 more copies 
of his page ad alone run off. These he 
divided among the stores at Nashville 
and Chattanooga for distribution via 
their respective mailing lists. 

“Women, particularly those who live 
in the city,” in Mr. Young’s opinion, 
“will not take the time to sit down and 
look through a catalog or pamphlet 
of several pages. But this gravure page 
with its rich variations of brown 
catches and holds the eye. Our message 
is right there before them, and the rest 
of the paper, so far as the mailing list 
is concerned, is not clamoring for at- 
tention.” 

“Furthermore, a catalog would cost 
three times as much as this single 
sheet,” Mr. Young continued. “We have 
found the plan very productive. It has 
brought us many mail orders, and much 
personal business.”’ The Bells Booteries 
manager said he would carry out the 
same plan about Dec. 1 for the winter 
season. 

“Fall Footwear Fashions Viewed at 
Bell’s Booteries” is the title of the 
gravure ad. Twenty-two styles of shoes 
are displayed in neat squares that are 
interspersed with rectangles in a deeper 
shade of brown that contain sales mes- 
sages and feature the Cousins and 
Matrix shoes. 

“Simplicity,” for example, is the title 
of one of the concise messages. “Simple, 
clean-cut patterns will be decidedly in 
the vogue for fall footwear of better 
grades. The Jazz period in footwear 
fashions is a thing of the past—it gives 
way to the severe smartness of tailored 
styles—an ideal vogue for fall.” 





45 Years in Business 


ROcHESTER, N. Y.—The Union Cloth- 
ing Company, exclusive Foot-Joy dealer 
here, last week celebrated its forty- 
fifth year in business. Friends of the 
concern remembered the anniversary 
with flowers and notes of congratula- 
tion. 


To Open Branch Store 


BALTIMORE, Mp. (UTPS)—Herman 
Blinchikoff, local shoe merchant, will 
open a branch store at 3537 Park 
Heights Avenue. Mr. Blinchikoff at 
present conducts a shoe shop at 924 
East Baltimore Street. 





Garfinkle Quitting 


CLEVELAND, OHIO (UTPS)—Charles 
Garfinkle’s neighborhood shoe store at 
1998 Fulton Road, Cleveland, Ohio, is 
closing out. Mr. Garfinkle has con- 
ducted this store for about 18 months. 
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CORDO HYDE 


The Strongest Argument 
For Neat Laces 






































EXTRA 


Sales and 
Profit 


The public is “lace-wise”’. 


People are off cheap, cotton laces. 








They expect good shoe stores to 


sell something better—and that’s 
Cordo Hyde laces. 





momoeoeHm ares soo ma Ss 


Cordo Hyde do not break. 

Cordo Hyde do not bind. 

Cordo Hyde laces neatly and snugly. 

Your manufacturer will supply Cordo Hyde if you put it in your next 


specifications. 


O. A. MILLER TREEING MACHINE COMPANY 


Lace Division Brockton, Mass. 
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Suedes Begin to Sell 
in Oklahoma City 


OKLAHOMA CiTy, OKLA. (UTPS)— 
Local trade is taking suedes for the 
first time, according to M. C. Sanders, 
of the Cinderella Shop. 

For some reason suedes have never 
gone well in Oklahoma City. With the 
onset of cooler weather, Sanders feels 
that the suedes will move in even 
greater quantities. 

Extremely warm weather for this 
section has held back purchasers of the 
more seasonal numbers. 

Sanders is banking on brisk sales for 
midnight blue novelties with silver 
trimming. Demand for straps is lead- 
ing in this shop with good sales on 
black patents and black suede combi- 
nations and brown kids. High cut 
D’Orsay Regent pumps, are expected to 
register with the local trade. 

This shop has been advertising a 
standard $10 shoe. Sanders is begin- 
ning to push a $12.50 De Luxe, with 
good results. 

Sanders echoes the usual “fine busi- 
ness” comment that is reflected in the 
shoe trade along with all other lines of 
business. 

Federal Reserve statements of bank 
debits show that Oklahoma City is 
spending $1.06 this year for every dol- 
lar spent a year ago, one of the best 
showings of any city in the Tenth Re- 
serve District. 


Celebrates 34th Birthday 


NASHVILLE, TENN. (UTPS)—The 
Dan Cohen Shoe Company, 410 Union 
Street, is celebrating its thirty-fourth 
anniversary with a large sale. 

Although the Nashville store has 
been in existence for only two and one- 
half years, the company was organized 
thirty-four years ago by Dan Cohen, 
with branches at Cincinnati and Cov- 
ington, Ky. Since that time forty-eight 
more stores have been established un- 
der that name in different parts of the 
United States. The Nashville branch 
is under the management of Gus God- 
fried, who has been with the company 
for thirteen years. 

The anniversary sale has been exten- 
sively advertised and the store is high- 
ly decorated. Streaming pennants de- 
clare the 34th birthday and all classes 
of shoes are being put on sale at spe- 
cial reductions. Special tables arranged 
Gown the center of the store carry the 
broken lines, while all of the various 
classes handled by the company are on 
special window display. 





Kreis Joins Coon Shop 


BALTIMORE, Mp. (UTPS)—Joseph A. 
Kreis, formerly with N. Hess & Sons, 
has become connected with the Wilbur 
Coon Shoe Shop, conducted by A. Louis 
Sohmer at 418 North Charles Street. 
Mr. Kreis is well known in local retail 
shoe circles, having been identified with 
the Hess store for a number of years. 
Mr. Kreis was connected with the wo- 
men’s orthopedic department of the 

ess store and has devoted many years 
to the study of the human foot. He is 
considered a leading authority on cor- 
Tective shoe and arch support fitting. 
His connection with the Wilbur Coon 





K. & M. Home Store Remodeled 








San ANTONIO, TEX. (UTPS)—With 
the expansion necessary to allow the 
recent addition of a men’s and boy’s 
department to the parent store in San 
Antonio of the Katz & Moser Corpora- 
tion, which operates 10 shoe stores in 
leading Texas and Louisiana cities, both 
the exterior and interior of the two- 
story building were completely re- 
modeled and redecorated. 

The exterior of the building was re- 
modeled along lines of typical Spanish 
style of architecture. Wrought-iron 
balconies on the second story project 
from terra-cotta stucco walls, and this 
type of ornamentation is also used in 
displaying the firm name. Striped 
orange and green awnings are used. As 
the Florsheim shoe will be featured, a 
large Florsheim electric sign has been 
placed over the entrance to the men’s 
store. 

The store now includes three distinct 
units: the men’s and boy’s department, 
the women’s and children’s department, 
and the home offices for the entire 
chain. The parent store formerly occu- 
pied only the space now utilized by the 
women’s and children’s department, but 
the expansion took in an adjoining 
store space which now places the shoe 
shop in entire occupancy of the lower 
floor of the building. 

Special care was taken in equipping 
the men’s and boy’s department to 
make it appeal to men of discriminat- 
ing taste who desire fine footwear and 
likewise popular priced shoes. All fix- 
tures, shelving and woodwork are of 
solid American walnut. Full length 
oval panel mirrors are inset in the 
shelving at intervals. The interior is 
arranged in club style patterned after 
the Florsheim shoe stores in Chicago 
and New York. 

The chairs, which are also of walnut, 
are arranged in groups of three with a 
smoking stand placed within convenient 
reach. The floor is covered with a deep 
pile rug in dull blue and the walls are 
stippled in rich buff with a stencil de- 
sign in tones of blue and brown. The 
whole presents a handsome, dignified 
interior such as is seen in the most 


metropolitan men’s shoe stores in the 
North and East. 

The display windows of this depart- 
ment are paneled in walnut and set 
with handsome beveled mirrors. Wal- 
nut fixtures will be used, especially de- 
signed for the K. & M. stores. The dis- 
play windows on either side of the 
double entrance to the women’s and 
children’s department are even more 
effective and pleasing. They are pan- 
eled in birdseye maple and the back- 
ground is terra-cotta stucco, harmoniz- 
ing with the Spanish exterior. 

Just within the women’s store is the 
hosiery department. Glass wall cab- 
inets for the display of the hosiery are 
on one side and on the other is a built- 
in hosiery counter. A complete line of 
I. Miller, Kayser, and Holeproof hos- 
iery will be carried. 

The women’s store is twice as long 
as that of the men’s, and is likewise 
finished in American walnut. The wall 
paneling conceals shelving for 14,000 
pairs of shoes. At alternating inter- 
vals, as on the men’s side, are full 
length mirrors. The ceiling is domed 
and lighted with an indirect lighting 
system which displays to excellent ad- 
vantage the color scheme of walnut and 
dull blue, the latter color being intro- 
duced in the floor covering and the high- 
lighting of the cream ceiling. 

Popular priced merchandise will be 
carried throughout. The fact that the 
better grades of shoes can be carried 
at moderate prices is made possible by 
the volume buying power of the Katz 
& Moser Corporation. The stores in 
the chain are identified with the lead- 
ing department stores in San Antonio, 
Fort Worth, Houston, Shreveport and 
New Orleans. Though the men’s de- 
partment will specialize in the Flor- 
sheim shoe, a full line of $5 and $7.50 
shoes will be carried as will a complete 
stock of hosiery for men and boys. 

At the rear of both stores are the 
general offices for the entire chain of 
K. & M. shoe stores. Roomy and well 
lighted, the offices are equipped in a 
modern and efficient manner to care for 
the growing needs of the corporation. 








Shoe Shop will no doubt prove a valu- | 
able asset. 

Mr. Sohmer, who was formerly buyer 
of footwear for Hecht Bros., 412-14 | 
South Broadway, opened his Wilbur 
Coon Shoe Shop about two months ago. 
Wilbur Coon shoes for women are fea- 
tured exclusively. 


Tate with Woolf Bros. 
Wicnita, Kan.—Jack Tate, 507 S. 








Market, one of Wichita’s outstanding 


shoe men, has disposed of his interest 
in the Jones-O’Niel Shoe Company, 126 
East Douglas, to take charge of the 
shoe department of Woolf Brothers. 

Mr. Tate has been a resident of 
Wichita for 12 years. Prior to that he 
had been connected with the Harry 
Katz store at Oklahoma City for sev- 
eral years and with the Fontius Shoe 
Company of Denver for five years. He 
had been connected with the Jones- 
O’Niel store for the last four and a 
half years. 
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Show Children’s Shoes 
of 50 and 75 Years Ago 


MiaMI, Fia., (UTPS) — Sewell 
Brothers are showing in their show 
window a pair of red topped leather 
poots worn by some child in 1852, just 
75 years ago. The boots are very 
heavy, quite narrow and with half- 
inch heels. A child, perhaps four or 
five years of age, might be able to get 
them on. The boots show signs of hard 
wear, but are still in a good state of 
preservation. 

Wilth these high topped boots is 
another pair, used in 1859. These are 
about size 5. They are ankle high, 
with a heavy copper toe set in between 
the upper and sole, and have a rather 
high heel. The last is narrow and the 
toe pointed. 

Contrasted with these old style shoes 
are some of the foot form styles worn 
by the child of today. An examination 
of these old shoes causes one to won- 
der just how a child could get around 
in such narrow toed, high heeled foot 
gear, and the prevalence of corns, 
bunions and other foot troubles among 
older people is not hard to understand 
when we come up against an exhibit 
such as this showing what the poor 
kid of three quarters of a century ago 
was up against. 





Wiltrout Changes Job 


YOUNGSTOWN, OHIO—D. W. Wiltrout, 
formerly shoe buyer for Max Barnett 
in Beaver Falls, Pa., has been made 
manager of the new shoe department 
that The Suhr Shoe Corp. has opened 
in the George L. Fordyce Co. store. 

The Wohl Shoe Co. has taken over 
the shoe department in Abraham’s that 
was formerly leased by O. D. Sheets Co. 
L. Hursh is the new manager. Pretty 
shoes for the younger trade form the 
big majority of the stock. 

The shoe department in the new 
Goldsmith store is being operated by 
B. R. Isenberg, who has been on the 
street here selling shoes for the past 
thirty-two years. Mr. Isenberg is 
mighty proud of his shoe section, in 
this handsome store. He is catering to 
the medium grade women’s and chil- 
dren’s trade. 


Hill Co. Sells Store 


SPoKANE, WasH. (UTPS) — Hill 
Shoe Stores, Inc., have sold their main 
establishment, W 520 Riverside, to John 

udberg and associates, the transaction 
reported to have involved $100,000. 
Hill’s store, one of the city’s pioneer 
bootery concerns, goes into the hands 
of John Rudberg for 30 years Western 
representative of Foot, Schulze & Co. 
A year ago he retired from that posi- 
tion to join Craddock-Terry company, 
shoe manufacturers, with headquarters 
in St. Paul. 

J. Gordon Ingraham, who came to 
Spokane from Nova Scotia, has been 
named manager of the women’s depart- 
ment of the new company, which will 
be known as “Rudbergs.” 

Clayton S. Rudberg, son of the new 
owner. leaves a St. Louis shoe manu- 
facturing concern to join his father’s 
enterprise here. 





Snowstorm Aids Sales 


Detroit, Micu. (UTPS)—Saturday, 
Nov. 5, brought Detroit its first snow- 
storm of the season. Real wintry 
weather precipitated considerable buy- 
ing, which has been holding off for just 
this time. R. H. Fyfe & Co. state that 
sales on arctics and other forms of 
overshoes developed spontaneously with 
the storm. With the very first flurry, 
people seemed to sense that winter was 
here at last, and lost no time in being 
prepared for it. 


Traveler Stores 


Feature Wellingtons 


Boston—For the fifth consecutive 
year the Traveler Shoe Stores here 
have featured the Wellington leather 
boot in black patent and tan calf for 
women. They featured them on living 
models, in all of their three stores here 
and liberal space in the newspapers 
announced that these boots were in- 
tended as “the newest, smartest, most 
swagger footwear imaginable for street, 
for sport and for severe weather.” 
They were offered at $5 the pair. The 
display on the feet of living models 
took place on Friday and Saturday of 
last week, Nov. 11 and 12; these mod- 
els appeared also at intervals in a 
small front show case window at the 
store door. This window was just large 
enough to accommodate the model and 
two pairs of Wellington boots. 

The models also paraded from one 
store to the other, carrying yellow silk 
banners on which the words, Traveler 
Shoe Store, appeared. Benjamin Sny- 
der, manager of the 467 Washington 
Street Traveler Store, reported that 
these boots had proved a good trade 
“sweetener” at just the right time of 
the year this year, as on past occasions. 
It is the opinion of the Traveler folks 
that women want a little higher leather 
shoe at this time of the year, to protect 
their ankles against the cold. Mr. Sny- 
der stated that these shoes, if so de- 
sired, could be worn with rubbers. 





Shoes to Match Furs 


BauTiImMorE, Mp. (UTPS)—Realizing 
the importance of matching one’s foot- 
wear with the costume or coat, N. Hess’ 
Sons, 8 East Baltimore Street, is stress- 
ing the fact that women need smart 
shoes with their fur coats. 

The store is featuring three groups 
of footwear that harmonize with the 
fur coat of this season. Swagger ox- 
fords in dull and tan calf with insert 
of simulated lizard are offered for $10; 
boa constrictor slippers in tawny 
shades of gray and tan, with both slim 
spike and low heels, for $20 and operas 
in brown and black suede for $12.50. 





Richmond Store Reopens 


RICHMOND, Va. (UTPS)—The Flor- 
sheim Shoe Store has reopened in its 
recently remodeled quarters on Granby 
Street, Norfolk, Va. An entirely new 
front, with cleverly arranged display 
windows and a complete new interior, 
gives this firm one of the most at- 
tractive stores in the seaside city. 








John Irving Store 
Opened in Boston 


BostoN—John Irving Shoe Store, a 
unit of a chain organization operating 
twelve stores in New York, Massachu- 
setts and Rhode Island, with head office 
at Hartford, Conn., opened its first 
store in Boston on Nov. 12 at 501 
Washington Street. The store man- 
ager is Albert Siecol. The vice-presi- 
dent and general manager is Harry 
Engelman, who buys for all of the 
stores. The Boston shop, as do all of 
the other stores, devotes its sales efforts 
entirely to women’s $5 shoes, and ho- 
siery at popular prices. One of their 
leaders is a “Sheer Silk” stocking, 
“sheer silk from top to toe, full fash- 
ioned,” at $1.35 the pair, or three pair 
for $3.75. On the opening day this ho- 
siery was sold as a special for $1 a 
pair. 

The establishment occupies a space 
of about 70 x 20 feet in the center of 
the shopping district. Its exterior and 
interior are in old Spanish design, with 
the window walls developed in stipple 
work in rich shades of old ivory. The 
inside woodwork is stained in terra 
cotta with stock boxes of green. Stock 
boxes are within reach of the taller 
salesmen, while little brass steps make 
it easy for the shorter salesmen to 
reach the top cartons. The hosiery sec- 
tion is at the left front, with paneled 
mirror, and faces the cashier’s and 
bundle desk on the right, which is also 
ornamented with a paneled mirror. 
From these departments forming a 
foyer, the customers enter the main 
part of the store through a high Span- 
ish mosaic arch. 


Billboard Xmas Ads 


Detroit, Micw. (UTPS) — Fifteen 
illuminated billboards, located at stra- 
tegic positions throughout the town, 
will concentrate the attention of the 
Christmas shopper on their shoe dealer 
as a gift shop. The Detroit Retail Shoe 
Dealers’ Association has planned an 
elaborate poster in vivid colors of red, 
green, white, and black, bearing the 
words: “Make Everybody Happy. Give 
Shoes, Hosiery, Slippers, Buckles, and 
Spats for Christmas.” A family group 
is pictured in the center, while on each 
end is shown a Christmas tree. 

While the advertisement is being 
sponsored almost entirely by the down- 
town members of the association, no 
signature is being used. Thus, the 
entire shoe trade will benefit from its 
influence. 





Display Old Shoes 


BALTIMORE, Mp. (UTPS) — An in- 
teresting collection of footwear worn 
fifty years ago is being shown in con- 
trast to the footwear in vogue today 
by Julius Gutman & Company, as part 
of their Golden Anniversary celebra- 
tion. The collection includes footwear 
for street wear, house wear and for 
such life-important events as weddings. 

For this Fiftieth Anniversary the 
company is offering its entire stock of 
footwear at special prices. Due to the 
fact that the store conducts its business 
on a strictly cash basis is enabling it 
to offer the footwear at lower than 
usual prices. 
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WHERE TO BUY 
Men’s Shoes 





HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 
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BOSTONIANS 
SHOES FOR MEN 
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WHITMAN, MASS. 
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U. S. Shoe Output 
For 1927 Highest 
Since Year of 1923 


Production for Nine Months 
8.7 Per Cent Ahead of 1926 


WASHINGTON, D. C.—During the 
first nine months of 1927, shoe manu- 
facturers of the United States re- 
ported an output of 261,698,520 pairs 
of footwear (other than rubber), an 
increase of 8.7 per cent over the 240,- 
677,852 pairs manufactured during the 
corresponding period of: 1926; an in- 
crease of nearly 18,000,000 pairs over 
the 1925 production of 243,463,667 
pairs; approximately 29,000,000 pairs 
more than the 232,479,555 pairs manu- 
factured during the first nine months 
of 1924; and about 9,000,000 pairs less 
than the output (270,786,785 pairs) of 
the corresponding period of 1923, ac- 
cording to E. Parsons, assistant busi- 
ness specialist, Shoe and Leather Man- 
ufacturers Division of the Department 
of Commerce. 

During the first quarter of 1927, 
83,561,848 pairs were manufactured; 
during the second quarter production 
dropped to 81,512,022 pairs, while the 
third quarter shows an output of 96,- 
625,150 pairs. The average monthly 
production is slightly more than 29,- 
000,000 pairs. The September output 
of 33,789,966 pairs is therefore about 
4,700,000 pairs above average monthly 
production of the year. 

In 1923 and 1927, shoe production 
showed upward trend from July to Au- 
gust and downward slant in Septem- 
ber, while in 1924, 1925 and 1926 the 
upward trend prevailed during Sep- 
tember. Of the number of pairs man- 
ufactured during the first nine months 
of 1927, 34.2 per cent were for women 
(89,515,580 pairs); 27.4 per cent for 
men (71,822,862 pairs); 7.1 per cent 
for boys and youths (18,950,599 pairs) ; 
11.8 per cent for misses and children 
(31,042,500 pairs); and 7.1 per cent 
for infants (18,742,552 pairs). 

The production of shoes for women 
is 5 per cent greater than the output 
(85,221,220 pairs) during the first nine 
months of 1923; 7.1 per cent in excess 
of that of the nine months period of 
1926 (83,564.167 pairs); and 13 per 
cent more than the 79,175.521 pairs 
manufactured during the correspond- 
ing period of 1925. Men’s leather 
shoes increased in quantity 13.7 per 
cent over the 63,127,530 pairs of this 
class of goods manufactured during 
the first nine months of 1926, but was 
nearly 5:000,000 pairs less than the 
76.549,855 pairs reported as manufac- 
tured during the first nine months of 
1923, the peak production year. 
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Putting on Pressure 


Boston, Mass.—The final quarter 
of the year is one where the entire 
industry is putting all of its pressure 
on to the merchandising of shoes ai 
retail. If the merchant can move 
the goods, the factories know that 
replacement orders will be received. 

The entire strategy of the trade 
is directed on selling the goods be- 
tween now and January first, becaus: 
the biggest bulge on styles, colors 
and new footwear is the Spring 
movement, which gets its first im- 
pulse at the St. Louis Pageant of 
Footwear Fashions, Nov. 28, 29, 30 
and Dec. 1, followed up by the biz 
high point of shoe buying in the 
first weeks of January. 

This is the great period of prepa- 
ration for spring in styles, colors, 
and patterns. 











Production of Men’s 
Shoes Ahead of 1926 


MILWAUKEE, Wis.—The volume of 
business on men’s shoes has fallen off 
somewhat, according to Fred W. 
Moritz, general sales manager for the 
Harsh & Chapline Shoe Co., but the 
total for the year is far in advance of 
1926. This is due to the heavy buying 
which the trade did in the face of the 
price advance during the early weeks 
of the season. 

The mail order business is very sat- 
isfactory as the trade is ordering fill-in 
stocks to carry them through the rest 
of the season. Some new samples are 
being sent out in advance of the regu- 
lar January line for spring by the 
Harsh & Chapline Company and these 
consist mainly of calfskin oxfords and 
kip leather in browns and blacks. Black 
shoes are still greatly in favor, accord- 
ing to Mr. Moritz. The new styles for 
spring are more conservative and have 
got away from the “jazzy” models 
which were prevalent a year ago. There 
are nice perforations on them, quarter 
markers, and the style is sensible, neat 
and graceful. 


Weiler Honored by Masons 


MILWAUKEE, WIs.—William F. Wei- 
ler, president of the Weiler Shoe Man- 
ufacturing Co., Chippewa Falls, Wis., 
has been appointed secretary of the 
Grand Lodge of the F. and A. M. of 
Wisconsin and was installed at Eau 
Claire on Nov. 10. He will move to 
Milwaukee with his family in a short 
time, where the headquarters are. This 
honor came to Mr. Weiler through ap- 
pointment by H. W. Dixon, grand mas- 
ter, on the resignation of William W. 
Perry. Mr. Weiler has been grand 
trustee since 1922. 
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Heavier Footwear Selling 


BrocKTON, Mass.—Improvement in 
the at-once business for heavier foot- 
wear is noted, apparently reflecting the 
long delayed arrival of colder weather. 
One concern reported business livening 
up in the steel and motor districts. 

At the present time at least four con- 
cerns now have pending before the 
Joint Shoe Council, composed of dele- 
gations from the various unions, appli- 
eations for a wage list to permit of the 
manufacture of fourth grade shoes, in 
addition to the higher grades, and once 
these schedules are agreed upon it is 
expected there will be a notable in- 
crease in the production of this grade 
of shoe for which there is said to be a 
sharp demand. 


Pageant of Progress 
Held in Haverhill 


HAVERHILL, MAss.— The Haverhill 
Pageant of Progress held at the State 
Armory, Nov. 7, 8 and 9, attracted 
thousands of visitors to view the prod- 
ucts of Haverhill factories and mercan- 
tile establishments. As a great wom- 
en’s shoe center, “The Slipper City” 
showed itself without neer by the ele- 
gance and distinctiveness of its prod- 
ucts. The pageant afforded the first 
opportunity for the home-people to wit- 
ness under one roof the work of their 
hands and the interest manifest in the 
exposition indicates that it will become 
an annual affair. 

The shoe, leather, ornament and heel 
establishments were all represented in 
grand array. Prominent among the 
shoe town exhibitors were the Rickard 
Shoe Co., the Bradley-Goodrich Co., the 
L. H. Hamel Leather Co., the Slipper 
City Wood Heel Co., the Dalrymple- 
Dudley Co. and others. 

The pageant was under the direction 
of the Haverhill Chamber of Commerce. 





Mme. Jeffries to Direct 
Shoe Style Show 


Boston—Eugene A. Richardson an- 
nounces the second annual Boston Shoe 
Style Show held under his auspices at 
the Copley Plaza Hotel for Jan. 3-5. 
There will be Cinderella contests sim- 
ilar to those conducted last year. It is 
Mr. Richardson’s idea to ask papers in 
Cleveland, Columbus, Detroit, Lynn, 
Providence, Rochester and other cities 
to cooperate by asking the “Miss Most 
Beautiful” of each city to compete 
against Martha Dunder, the winner of 
the 1926 Cinderella contest. 

The prize this year, Mr. Richardson 
states, will be either a trip to Bermuda, 
all expenses paid, or a trip to Holly- 
wood. The shoe buyers will act as 
judges. It is further announced by Mr. 
Richardson that an attendance of 500 
volume shoe buyers is expected, and 
that all will be taken care of either at 
the Copley Plaza or nearby hotels. 

Madame Hamilton Jeffries, theater 
shoe style revue director, will be in 
charge. There will be 38 models. 


Among the chief specialties will be a 
feature called the Silver Slipper Club 
Revue, featuring fifteen girls in an en- 
tirely new act. 





Buying of New Styles 
to Begin Next Month 


LYNN, Mass.— Business in party 
slippers is the bright spot in Lynn just 
now. More of them than ever are being 
made. Business in street styles is ordi- 
nary just now. The dull period of be- 
tween seasons is here. New and brisk 
activity is expected next month. 

A group of Lynners will swing 
around the big circle the last of this 
month, taking in the Chicago and St. 
Louis shows and sizing up the markets 
as they go, in respect to prices as well 
as styles. From the Lynn point of view 
it looks as if prices would go higher in 
1928. Tanners have a bull-dog grip on 
leather. Hides are eight cents a pound 
higher than a year ago, and calfskins 
seven. 

Suede leathers have scored a new 
record this season, and tanners say it 
is due to the ensemble of dresses, hats, 
bags and shoes to match. All of this, 
in addition to a fashion of sport coats 
of calf, and gloves of calf, have stif- 
ened up the calfskin markets. 

Brown suede shoes have gained over 
black suede shoes, and it looks as if 
suede would move through the lighter 
colors into whites, together with other 
leathers. Lynn manufacturers approve 
of the idea of spreading styles over a 
wide variety of leather so as to keep the 
leather markets in balance. 

Oxfords and pumps of white suede, 
with trimmings of alligator, are being 
made by W. F. Hooley Shoe Co. for the 
winter resort trade. Mr. Hooley says 
his present production of informal 
dress footwear strongly favors the 


| bronze tones, such as the combination 


of brown suedes and brown lustres. In 
his dress slipper line, fine gold and 
silver kid predominates. Ornaments are 
ingeniously set into the straps of some 
of these party slippers. 

Higher heels are reported by several 
firms, 21/8 being mentioned. Ed Taylor 
speaks of a revival of the square toe 
last, carrying the 20/8 or 21/8 heel, 
with new emphasis on the squareness 
of the toe. 


C. F. Pfister, Well-Known 
Milwaukee Tanner, Dies 


MILWAUKEE, Wis.—Charles F. Pfis- 
ter, vice-president of the Pfister & 
Vogel Leather Co., Milwaukee, died in 
that city Nov. 12, following a brief ill- 


ness. 

While holding iarge interests in the 
leather company bearing his name, Mr. 
Pfister had not been actively connected 
with the conduct of the business for 
many years, devoting his attention to 
varied interests in other lines with 
which his name was long identified. 

He was a director of the First Wis- 
consin National Bank of Milwaukee, 
also of the North American Comnany 
and its subsidiary, the Milwaukee Elec- 
tric Light & Railway Co., vice-presi- 
dent and director of the Milwaukee 
Sentinel, besides having extensive in- 
terests in timber lands, mines and 
other enterprises of importnace. 

Mr. Pfister was prominent in Wis- 
consin politics for many years, but 
never sought office for himself. He was 
68 years old and unmarried. 









WHERE TO BUY 
Men’s Shoes 











‘BION F-ReyYno.ps Com 
BROCKTON, MASS. . 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot te Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 
South Weymouth, Mass. 








SOME ST ai. 


5@ STYLES IN STOCK 
Ready for Delivery en the Det 


EMERSON SHOE MFG. 6@. 
Rockland, Mass. 











WHERE TO BUY 
Standard Shoe Materials 


lee eli iti a 














Strong and Flexible 


¢ Counter Board 
i Made from 
eS Long Fiber 


Te y 

The Sterling Fiber Board Co. 

Sales Office, 501 Fifth Avenue, 
New York 











est Virginia 


Fibre Board 


The high reputation of its users 
is significant of its merit. 
Pult- Product Department 
West Virginia Pulp & Paper Company 
Detroit New York Chicago 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 
CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mase. 
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WHERE TO BUY 
Ballet Shippers 





In Stock Black Bal- 
let Slippers 


Misses’ $1.20 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane &St., 
New York, N. Y. 











Brooks’ Toe Slippers 


In Stock 


Women Misses Children 
618 Black Kid....$2.80 $2.75 $2.70 
608 Pink Satin... 3.40 3.35 3.30 
Coast Prices Slightly Higher 
BROOKS SHOE MFG. CO. 
Philadelphia—1725 No. Gth St. 
Los Angeles—1162 So. Hill St. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 


STOCK 
Womens, sis -35; 
a 25 


ans 
nild-en’s, 
Bené for Mail — “we 


ly at 
MOTH & ROSENBERG SHOE co. 
124 N. 3rd St., Philadelphia 











825 W. M 
Chieage. W 
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WHERE TO BUY 


Shoe Price Ticket Holders 


Sh hE a ED 





POLLY CLIP 
For Epes Price Tickets 
TILTS AT ANY ANGLE 


Small, neat, everlasting. 
class 


M. D. POLLINGER CO 
416 Victoria Bldg., St. Louis, Mo. 














Kenneth W. Wolcott with 
B. F. Goodrich Rubber Co. 


‘Kenneth W. 

Wolcott, for the 
past fifteen years 
with the Good- 
year Tire & Rub- 
ber Co., Inc., and 
who during the 
past six years 
has managed 
their sole and 
heel department, 
has been ap- 
pointed manager 
of the sole and 
heel division of 
the B. F. Good- 
rich Rubber Co., pioneer rubber heel 
manufacturers. Mr. Wolcott took up 
his new duties with Goodrich Oct. 1. 


Haverhill Notes Trend 


Toward Fancier Patterns 


HAVERHILL, Mass. — Manufacturers 
are engaged in sampling shoes for the 
new season and there is revealed a 
notable tendency toward more fancy 
patterns. Airy strap models, ties, and 
oxford effects are coming from the pat- 
tern shops and indicate the style trend. 
Scolloping, piping, and fancy stitching 
are being.introduced contrary to the 
plainness of the past season. Suede 
and kid is receiving equal attention at 
this advance stage, and manufacturers 
think highly of the prospects of both 
brown and white suede. Brown kid, 
brown velvet, and calf also will be used 
with the ever-present patent. 

Orders continue to come in and keep 
many of the plants going at reduced 
production. The only factories near ca- 
pacity are those serving mail-order or 
department store buyers, or featuring 
in-stock departments. 


K. W. Wolcott 


Williams in New Job 


OKLAHOMA CiTy, OkLa. (UTPS)— 
C. E. Williams, for eighteen years a 
shoe salesman in 
Oklahoma City, 
has been put in 
charge of the new 
shoe department 
of McEwen Hal- 
liburton’s depart- 
ment store. For 
most of his busi- 
ness life Williams 
has sold Hanan 
shoes, a line 
which will be 
carried by the 
new department 
along with Nun 
Bush and Weynberg men’s shoes. 

Williams has more than 300 regular 
customers whom he has fitted for the 
past eighteen years. He has approxi- 
mately 1000 customers whom we has 
supplied with the Nun Bush ever since 
that line has been carried here, he says. 


Cc. E. Williams 


To Move to Brockton 


BROCKTON, Mass.—Work is progress- 
ing favorably on the removal of ma- 
chinery, stock and equipment from the 





E. E. Taylor Co. factory to the Brock. 
ton plant where all the production of 
the company is being concentrated. The 
run has been completed in Brockton, 
and work is being speeded in the vari. 
ous departments on the rearrangement 
of machinery to allow for manufacture 
of the two grades the company expects 
to turn out -here. It is expected the 
factory will not be in full operation 
under the new scheme of things until 
well into the new year. Some of the 
New Bedford operatives will have em- 
ployment in Brockton. 


Factories Making Juvenile 
Shoes Doing Good Business 


Boston — Shoe factories making 
staples, particularly children’s and 
misses’ shoes, are operating steadily, 
Manufacturers of women’s shoes are 
sampling the new colors of leathers and 
are introducing new patterns. 

There is a strong tendency toward 
two-tone effects in women’s shoes, some- 
times carried out in narrow pipings in 
contrasting shades only, and in other 
cases achieved with appliques or in- 
sets of widely contrasting colors. There 
is a generous use of honey beige, and 
the new light gray kid leathers. Patent 
leather is not forgotten in the selection. 
For instance, a woman’s factory in this 
section started cutting 4000 pairs daily 
on Monday of last week, 50 per cent 
of which production, it is stated, is of 
patent. 

Light colors in suede, used in com- 
bination with patent, or kid or calf 
combinations of darker shades, are fre- 
quently noted in sample room displays. 
Ties, the one-strap, the Colonial, and 
the new ring fastening pump, with 
slanting double strap effect over the in- 
step, are among the new models. Va- 
rious heights of heels are shown, with 
the 14/8 Cuban prominent. 

In men’s shoes, one house in this sec- 
tion is selling a double vamp shoe with 
a waterproof upper and waterproof 
sole. This shoe is made of heavy weight 
leather in either tan or black calf; it 
is stated that it is designed for the 
man who dislikes to wear rubbers, and 
~ modeled after the English “boot” 
idea. 


New Virginia Company 


RICHMOND, VA. (UTPS)—The Alpha 
Shoe Company, Inc., of Port Richmond, 
Va., has been granted a charter by the 
Virginia State Corporation Commission 
to carry on the business of manufactur- 
ers and dealers in boots, shoes and foot- 
wear of all kinds. The officers are 
Theodore D. Oster, president; George 
H. Bloom, secretary. and Philip F. 
Hoffman, all of Port Richmond. 


Haverhill at St. Louis 


HAVERHILL, MAss.—The Mayfair on 
Jefferson Hotels will be the headqu: 
ters for the local manufacturers i! a 
ing the St. Louis market for the period 
of the St. Louis Pageant of Fashions 
beginning Nov. 28. The Rickard Shoe 
Co., the Wright-Gorevitz & McNamara 
Co., the Slipper City Shoe Mfg. Co.. and 
the Kimel Shoe Co., are among the 
local firms to be represented. 
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Rosencrans Murphy Dies 


r 





Rosencrans Murphy 


CuicaGo, ILuL.—Rosencrans Murphy, 
president and treasurer of the Murphy- 
Saval Shoe Company of this city, died 
here Saturday, Nov. 12, following two 
weeks’ illness. Mr. Murphy was forty- 
nine years old. 

Rosencrans Murphy joined the sales 
organization of Julian & Kokenge, Cin- 
cinnati, some thirty years ago and for 
twenty-five years distributed “J. & K.” 
shoes in the larger cities of the central 
west and at a number of Canadian 
points, where his popular, aggressive 
personality created for him a wide 
clientele of friends. 

In December, 1925, Mr. Murphy en- 
tered the ranks of the manufacturers, 
and with Theodore Saval, then operat- 
ing the Saval Shoe Company, estab- 
lished the “Murphy-Saval” organiza- 
tion. At the time of his death he was 
president and treasurer; Theodore Sa- 
val, vice-president; Mrs. S. R. Mur- 
phy, secretary, and Frank Goldberg, 
financial secretary. 

Funeral services were held from 1253 
North Clark Street, Chicago, Wednes- 
day, Nov. 16, with requiem high mass 
celebrated at Holy Name Cathedral. 

Mr. Murphy is survived by his 
widow, Helen Murphy, a son, S. Rosen- 
crans, Jr., and an infant daughter, 
Helen Anne Murphy. It is reported 
on excellent authority that the busi- 
ness will be. perpetuated. 





Novelty Shoes Selling 


OKLAHOMA City, OxLa. (UTPS)— 
A good sale of novelty ties is reported 
by Paul W. Hornaday of Hornaday & 
Klage, Inc., here. 

“We are having the biggest box-heel 
season we have ever experienced,” 
Hornaday said. 

“While warm weather has held back 
all fall lines, the novelty types are still 
moving. We are developing an arch 
line of our own and find a big demand 
for narrow fitting shoes at $10. The 
local trade is taking to swagger types 
and octagon heels,” Hornaday says. 
Patents and satins are leading. 

_This store opened in Oklahoma City 
six months ago. 








At Once Business Is 


Good in Cincinnati 


CINCINNATI, OHIO—Shoe manufac- 
turers are managing to keep busy. Or- 
ders are better than they were two 
weeks ago and quite a bit of time is 
being used in making spring samples. 
Some of the manufacturers have com- 
pleted samples for their spring line and 
are taking them East, and from the 
looks of the new ones spring will be a 
very colorful season. 

A nice volume of orders for at once 
shipment are being received at the 
plant of the Reisenberger-Wolf-Peck 
Company, Emanuel Peck, vice-presi- 
dent of the firm, reports. Lots of time 
is being consumed in making up the 
spring line of samples, which Mr. Peck 
says will be displayed at the St. Louis 
Style Show. 

John Gregg, vice-president of the 
Feder-Gregg Company, has gone East 
with the new spring line. This line in- 
cludes practically all shades from 
brown to white; 1927 thus far has been 
one of the biggest years in the history 
of the company, President Walter 
Feder reports, and they expect to finish 
up the year just as strong. 

The past few weeks have been rather 
guiet at the plant of the Homan-Hughes 
Company, although business as a whole 
since the first of the year has been as 
good as that of any other year, accord- 
ing to Lou Homan, secretary-treasurer 
of the firm. 


New Rubber Plant 


BALTIMORE, Mp. (UTPS) — The 
Weartex Rubber Company, of Trenton, 
N. J., manufacturers of rubber heels, 
soles and allied rubber footwear neces- 
sities, plans to open a branch plant in 
Baltimore. The company, through 
Joseph Schwaber, 809 Pennsylvania 
Avenue, Baltimore, Md., local leather 
dealer, has acquired the plant at 3210- 
3222 Philadelphia Avenue, for its local 
activities. The plant is a two-story 
factory building. To this, however, will 
be added a one-story structure. Work 
of erecting the addition is expected to 
begin in the near future as the con- 
cern hopes to open its local plant shortly 
after the beginning of the new year. 
The Trenton plant of the company will 
be continued in operation, it is said. 
Sol Schwaber is president of the com- 
pany. 





New Company Formed 


DayToN, OHIo (UTPS) — The 
Spraley Footwear Shop, Inc., is the 
name of a new corporation, chartered 
with an authorized capital of $10,000, 
to deal in all kinds of footwear, hosiery, 
etc. The incorporators of the new com- 
pany are G. A. Spraley, L. M. Herz- 
feld and Herbert E. Ritchie. 





H. P. Dalton Il 


BROCKTON, Mass.—H. P. Dalton of 
this city, connected with the Leonard, 
Shaw & Dean Co. of Middleboro, and 
formerly head of the Dalton Shoe Co. 
of this city, is seriously ill at the 
Brockton Hospital, where he has been 
under treatment. 


CO 6 a er ee 


WHERE TO BUY 


Women’s Novelties 





Little Competition § 


Selling stylish arch- § 
supporting footwear. 
Light-weight; d 
wood heels. 
Returnable samples 
sent at our expense. 
Samuel Cohen 
Shoe Co. 4 
72 Lincoln St., ¢ 
Boston, Mass. ¢ 















Latest Styles at 
Popular Prices 
in Stock  ~ 
ST-NEW YORK CITY} 




















WHERE TO BUY 


Men’s Sf Women’s 
Slippers 








PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B’way 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


$27.00 per doz. and Up 
ay, Catalog ff 
sent on 
request 




















Send for samples. 
ROTH & ROSENBERG SHOE CO 
124 N. Srd St., Philadelphia 





ers ome 
iE:S AR O* the Better Grade 
e i, For the Better Trade 


_ il 
, Best ~Ever \ 


lipper Co. nc. 
75 Front St. 
Bklyn., WY. 


| 


| WS 











Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Men’s Spats 


i i ea i i i el i eh el lela 





MEN’S ENGLISH SPATS 
Also Domestic Grades 
Write for ,.Samples 


LYONS & COMPANY 
122 Duane St. New York City 











WHERE TO BUY 


Shoe Ornaments 


V< _VEITH———>- V 
E CUT STEEL— e 
IMITATION STEEL 
BEADED 
SHOE BUCKLES T 
T A. & H. VEITH, INC. 


H —Importers— be 
9-11 East 38th, New York 





WHERE TO BUY 
Children’s Shoes 





ae ELAM 99 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


OCHESTER, N. Y. 
Boston Office: Statler Bidg., Room 532 


Make Your Anni- 
versaries Work 


[CONTINUED FROM PAGE 55] 











long before the last person was out 
of the theater the Kay store, five 
stores down the street, was jammed 


with customers and the. doors locked : 


so that the clerks could properly han- 
dle sales and the customers efficiently 
and courteously be taken care of. 
Nearly two hundred people were in 
the store. 

‘We had to lock the doors three 
times during the day,” said Manager 
Nat. “Each time the store was filled 
to capacity we locked the front door 
so that each customer could receive 
proper attention. As many clerks as 
we had, we didn’t seem to have one- 
quarter enough to handle the trade 
that Saturday. We have done an 
unprecedented business and expect 
to reap a great harvest all during 
the year as a result of our expres- 
sion of good will to all our customers 
and friends.” 


to fit the feet it was intended for in 
the beginning of its installation. 

No clearance sales are had in this 
store. Private sales, to which the 
best trade is invited by letter, serve 
to clean up accumulations and keep 
the odds and ends on the toboggan. 
There is no “season” in Pasadena as 
far as Ted Huggins is concerned. 
“Every season is an open season,” 
Ted says. “We sell beautiful, grace- 
ful, colorful shoes every day in the 
year.” 

You cannot discount success. Ted 
Huggins has proved himself. He is 


It Couldn’ 
But He Did It 


[CONTINUED FROM PAGE 63] 


t Be Done 


one of California’s outstanding shoe 
men. Young as he is, he carries 
himself with the dignity of a much 
older man and does not fail to be 
youthful in all his thoughts and pro. 
gressive ideas. His growth, and the 
large increase in his sales proves 
that he has been right in most ip- 
stances. At least, he finds a newer, 
larger store an imperative need. 
That indicates success, does it not? 

Quoting one of the old timers: 
“I never saw so old a head upon go 
young a body.” 











Suede Leading Patent 
in Rochester Stores 


Rocuester, N. Y. (UTPS)—The fair 
sex of Rochester has taken to suede 
with patent leather as a runner up, ac- 
cording to shoe dealers here. Suedes in 
all styles are the big sellers, with 
patent leathers a close second. Most 
dealers predicted that patents would 
outstrip suedes in volume sales as soon 
as winter weather arrived. 

Eastwood’s reports a strong demand 
for suedes which they are selling under 
the name of “ooze.’ The shoes are 
offered in mink and black “ooze” and 
are proving very popular. This store 
also reports a heavy sale of alligators, 
having disposed of more than 1500 
pairs in the past six weeks. A slight 
snow flurry last week resulted in a de- 
mand for arctics, which quickly fell 
off with the return of warmer weather. 
Sibley’s expects a boom in gold and 
silver satin evening slippers beginning 
about Thanksgiving when the winter 
social season opens and cortinuing 
right through the cold weather. At 
present they are selling suedes and 
patent leathers in greater abundance 
than any other. 

Forman’s also reports a heavy de- 
mand for suedes and patent leathers 
with the demand for evening slippers, 
although light at present, growing 
stronger each week. 


« 


Show Only Foreign Shoes 


PittsspurRGH, Pa. (UTPS)—An un- 
usual and daring step in display was 
recently made use of by the ladies’ 
shoe department of the Kaufmann De- 
partment Store Company when for one 
entire week every shoe shown in the 
windows and in cases about the floor 
was an imported creation. 

According to J. W. Walters, buyer 
and department manager, although dis- 
play space is always a dollars and cents 
proposition, he believes giving the space 
over to the beautiful imported models 





Stresses Need of Proper 


Fitting of Footwear 


NASHVILLE, TENN. (UTPS)—“The 
shoe is the only part of today’s cloth- 
ing that will injure health if it is poor- 
ly made and ill fitting,” Dr. H. R. By- 
rum, osteopath of Memphis, told the 
Optimist Club at its weekly luncheon 
meeting at the Andrew Jackson Hotel 
today. 

Dr. Byrum, foot specialist, is in 
Nashville attending the annual conven- 
tion of the Tennessee Osteopathic Asso- 
ciation. He brought the first day’s ses- 
_sion of the organization to a close Fri- 
day night at the Andrew Jackson Hotel 
when at a banquet he discussed “Com- 
pound Leverage in Foot and Ankle 
Technique with Clinics.” 

Dr. Byrum declared before the Opti- 
mists that approximately 70 per cent 
of the people in this country are suffer- 
ing from some form of foot trouble 
which could have been prevented. Of 
this number, it was said, 50 per cent 
are women, due to the extremes to 
which fashions in footwear have gone. 
The osteopath made a plea for sensi- 
ble shoes that would follow the outline 
of the foot and not the demands of 
fashion. 


Short Vamps Still Strong 


AusTIN, TEx. (UTPS) — Manager 
Hemphill of the White Shoe store of 
Austin shows a twenty per cent in- 
crease in sales during October over Oc- 
tober of last year. November prom- 
ises to be an outstanding month in 
volume business. 

According to this shoe retailer, the 
tendency toward narrow lasts for 
Texas women is more talk than reality. 
His experience is that the round short 
vamp is still in big demand. 

Blacks are leading color with the 
White Shoe Store with golden brown 
running second. Heels are still high 
for the younger women which are twen- 
ty to twenty-one eighths. One-strap 
patterns are best sellers. 

Less trimmings and plainer models 





displayed was justified by the response. 


are in big demand. 
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Rodeo Boots 


g shoe are the most talked of style this season. 
arries 

ne We have a wide range of leathers and pat- 
id pro- terns adapted to this style—Prices $6.25 to 
nd the Cae) $8.75—in Welts and McKays. 

proves 
ost in- 


newer, 

need, 
t not? 
mers: 
00N so 


Com- 
\nkle 


Opti- 











No. 827 — Patent McKay, Brown 
Alligator Calf Cuff, 15/8 Cuban 
Heel. 


$6.75 
This style carried In Stock 











A few pairs in your window will attract at- 
tention and result in sales. An inquiry will 
bring you complete information regarding 


this line. 


Rodeo Boots that fit can be delivered 


promptly by 


L. B. EVANS’ SON COMPANY 
WAKEFIELD, MASS. 


BOSTON OFFICE 
110 Summer Street 


NEW YORK OFFICE 
130 West 42nd Street 


wTrTrrrreitttttttttttttt 








A Live Line 


Reliance McKays are “hot numbers” 
which wholesalers ‘depend upon for 
brisk, repeat business with well-satisfied 
merchants. 


Those shoes have the stuff in them to 
stand up against all competition in the 
five and six dollar sellers. 


Ask us for the name of our wholesaler 
nearest you. 


We sell only in cases of 
36 pairs to a width. 


Not only are Reliance patterns 
exceedingly smart, but Reliance 
Lasts feature a variety of toes 
and heel heights in AA to D 
widths. 


RELIANCE SHOE CO. 


Beverly, Mass. 





IMPORTED—ENGLISH 
Riding Boots 
IN STOCK 


Perfect fit and perfect shape 
are the characteristic features 
of these British boots. The 
long time English process 
tanned leather used in these 
boots assures durability and 
comfort. And they are put 
together by real bootmakers 
who have devoted a lifetime 
to this work. 


MEN’S 
16.50 PAIR 


Sizes 5% to 11 
Widths B to E 


WOMEN’S 
14.50 PAIR 
Sizes 3 to 8 
Widths A to D 
Brown or Black 
Willow Calf 


B-2774 


We carry all riding accessories, boot trees, boot hooks, 

boot jacks, non-rust spurs and chains, riding crops. 

Also—leather puttees in large variety. Send for catalog. 
COLT CROMWELL CO., Inc. 

596 BROADWAY NEW YORK, N. Y. 
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Otherwise insertion will be put over to the following week’s issue. 


7c per word. Minimum Charge $1.25 








Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, 
Monday of the week of publication in order that advertisements be published same week. 


POSITIONS WANTED When advertisers desire answers to come in our care 
4¢ per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES WANTED ch vertisers desire replies forwarded direct to their address 
4c per word. Minimum Charge 75c. each word of their address must be counted in the ad- 
ALL OTHERS vertisement and paid for accordingly. 


ALL DISPLAY SPACE Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 


Mass., on 











es 





SALESMEN WANTED SALESMEN WANTED 


POSITION WANTED 








SALESMEN WANTED 


We have openings for high pressure salesmen to handle the fastest growing 
line of women’s extreme novelties to retail at three, four and five dollars in 
widths. All shoes in stock, orders filled one hundred percent. Straight com- 
mission of five percent on all shoes shipped, payable twice a month. No 
advances. Application to be considered must include complete history for 
past five years. All information confidential. Our salesmen know of this ad. 
This is a proposition for salesmen who know the big trade, chain stores and 
department stores especially. 


The following territory is open: 

Virginia Indiana Illinois 

Connecticut Kansas Arizona 

Texas Missouri Wisconsin 
Northern Michigan Minnesota Iowa 

Ohio Nebraska Central N. Y: State 


APPLY D-158, care Boot & Shoe Recorder, 207 South St., Boston, Mass. Or, 
if in St. Louis during Style Show, apply Room 624, Jefferson Hotel. 








SALESMAN catering to the better trade to 
sell an established line of infants’ and chil- 
“ m d dren’s turns and welts in Greater New York. 
are increasing our sales force ee Liberal roving one in a onery or 

ve several opportunities to offer commission basis. ress D-151, care Boot 
men acquainted with dealers who sell Recorder, 207 South St. Boston, 


work shoes. Can be carried as a side 


° P “ee . ANTED—Commercial shoe salesmen with 
line in some territories. Write full successful record in territories of Texas, 


details in first letter. Oklahoma, eastern Missouri, Illinois, Kentucky. 
Liberal commission agreement and satisfactory 
arrangements available. Give sales record and 
for whom employed. Applications confidentially 
held. THOMPSON SHOE COMPANY, 


G rete) dwi | | S h rey 154 Humboldt, Tennessee. 


WANTED AT ONCE — Three high grade 
rubber footwear salesmen by a large rubber 
company, to sell a popular and well advertised 
footwear item for women. Excellent returns 
for experienced men. Address D-154, care 
oe and Shoe Recorder, 207 South St., Boston, 
ass. 


ANTED: Four salesmen for a Nationally 


known house slipper line, including satins 
ALESMAN WANTED for the central and and leather D’Orsays, mules and turns, and the 


Philadelphi aS a “al > snappiest and most complete line of Felts in 
man to carry as a side line for Baltimore, leather and soft soles. Territories: North and 
Washington and Norfolk, a special line of arch South Dakota, Nebraska and Colorado; Georgia 
supports. Prefer a man living on the territory on oo a a — ae 

: 4 , en traveling with auto preferred. amples 
with trade established and automobile. Address ready January Ist. Give all details in first 


D-138, care Boot and’ Shoe Recorder, 207 

’ , letter. Address D-155, care Boot and Shoe 
South St., Boston, Mass. no uae 70 Exchange St., Rochester, New 
ork. 











For Hard Service and LondWear’ 
. i O 























ON account of ane in some ad York 
state territories, applications wi e con- 

sidered from salesmen having an established P OSITION WANTED 
business and a sound record. If you are now 
doing well but want a larger opportunity, write HOE cutter, designer and model cutter. 
us, stating your age, the territory you now Twenty years’ of experience. Willing to go 
cover, amount of sales, and the line vou are out-of-town. Address D-141, care Boot and 
now selling. THE HURD & FITZGERALD Shoe Recorder, 239 W. 39th St., New York, 
SHOE CO., Utica, N. ¥. N. Y. 4 





An Expert Merchandis- 
ing Shoe Buyer 


with perfect stock and inventory 
control. Experienced in modern 
methods, buying system, selling. 
Eight turnovers. Figure man. 
Proper setups on every detail of 
successfully promoting business. 
Live wire with style ability. A 
trainer of help. Will positively 
build up your business to an ideal 
basis. Eighteen years buyer and 
manager. References. Top notcher. 
Address D-153, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 








Shoe Stylist 


Sales and Credit Manager, 
Men’s and Boys’ Welts. 
High grade man of ability 
and productive capacity seeks 
new connection. Salary mod- 
erate until ability and results 
are proven. No. D-160, Boot 
and Shoe Recorder, 189 W. 
Madison St., Chicago. 











UTTING room foreman. Designing and 

model cutting to perfection. Long years 
of experience. illing to go out-of-town. Ad- 
dress. D-140, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 


FACTORY CONNECTION WANTED — 
Former successful shoe wholesaler in New 
York with ample capital and an efficient sales- 
force is seeking factory connection. Chil rens 
and boys’ shoes preferred. Will also consider 
any other sound investment. Address !)-156, 
care Boot and Shoe Recorder, 207 South St. 
Boston, Mass. 





SALESMAN with excellent following among 
the better retailers in eastern Pennsy!vania 


tu 





desires connection with reputable man t 
of women’s novelty shoes to retail at $1 to 
thoroughly experienced and capable of selling 
volume, will furnish best of references Idress 
S. WEISBERGER, 95 First Ave., Kingston, Pa. 


re 
$0, 








FOR SALE 


BY. communicating with C. E. BAGWELL, 
care of Keplers Shoe Store, Peoria, !!!inols, 
you may obtain information of importance 
concerning one of Illinois’ most outstanding and 
valuable shoe stores. 
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FOR SALE 














MERCHANT NEEDS MERCHANT NEEDS 


















MODERN up-to-date Family Shoe Store, 
newest fixtures, established over two years 
and growing. Located on a main street of 


Newark, = 4 _ and a _ * Pa e 
of up-to-date staple shoes, no P. M.’s. toc fe 

inventories $8,000. Low rent. For full par- DisplayM i. kb O ft 

teulars, write D-152, care Boot and Shoe en iRe arrtxtures 
Recorder, 207 South St., Boston, Mass. 












WINDOW DISPLAY FIXTURES 


HELP WANTED ASK for CATALOG 4 




























































































































































Unusual Opportunity 
ar PIA MANY SALES ARE MADE ON THE SIDEWALK™ 
s. Wanted—A young man to travel Write on Your Letterhead 
— with a line of distinctive, high 
. grade Rubber and Canvas foot Th O On kb C " o ” 
at wear, one with retail shoe experi- e scar en O. , Cincinnati, O. 
mee ence preferred. Territories open No. 611 W. 4th Street 
are Iowa, Illinois, Indiana and 
Kansas. 

lis- D-161, Boot & Shoe Recorder 

1627 Locust St., St. Louis, Mo. 
ern ; ( ’ 
ing. a = 
‘a CHICAGO SALESMAN ~ WINDOW oe 
* beeen Pe ee, ot DISPLAY FIXTURES a 
ely touch with a salesman who has had ex- - 
leal perience in working the city of Chicago. nade by | 
and Address D-157, care Boot and = 
er, Shoe Recorder, 207 South St., 
| | [eee I SEGALLé SONS] [ERE 
on, \" 

933 ARCH ST. vy} 
eee LINE WANTED PHILADELPHIA, PA. " 
ARE BUSINESS GETTERS 


WANTED— Would like to connect with a 
manufacturer of work shoes for New York 
City and vicinity for both retail and jobbers. 
Have ten years’ experience with large following. 


L 



















































































































































































er, Address D-159, care Boot and Shoe Recorder, 
ts. 207 South St., Boston, Mass. 
ity SALESMAN with Boston office and large 
acquaintance among the worth while depart- 
ks ment and chain stores, is open for a strong 
d line of popular priced women’s, boys’ and 
, misses’ shoes. Address D-162, care Boot and 
its Shoe Recorder, 207 South St., Boston, Mass. WANTED TO PURCHASE 
ot 
7, FOR RENT 
OR RENT in women’s high grade department ye‘ =} = ss S CASH PAID 
ee o ame ae ~ f Mind a. me Pirates 
— 0 womens medium an etter grade shoes. en shoe stocks surp! stocks of 
“i pation > the bert in > city. cag the The DISTINCTIVE and shoes or omnes merchandise Aap quantity. 
: nest in the state. nusual opportunity for a Prompt attention given. 
years go-getter to make real money. Immediate pos- PERMANENT MARK 
at sssion if desired. | MUHLFELDER’S, 20 KIRSCH-BLACHER CO., Ime. 
‘ rd St., troy, N. ¥. = 622-624 Broadway, New York, N. ¥. 
— E e H e K A U G E Phone Spring 1443 
‘D— 
New MERCHANT NEEDS W 
a EAVING CO. 
nm HIGHEST CASH PRICES PAID 
nsider b3°39 W 34 7 Sa, oe. for catire shoe stocks. A. alee bay your 
)-156, ~ surplus or slow sellers. antities no o i 
h &, PRIMROSE BUCKLE DEVICE Phone WISCONSIN 6130 — or } Short Some leases = 
your lands. re or phone us. rre- 
Holds Better—Costs Less—Safer spondence confidential. Established 1890. 
ong MAX GLAUBERG 
ania, 436 Grand Street, New York City 
e* T We also purchase clothing, hats, furnishing 
Hling Pat. Mar. Special WHERE TO BUY Grams, oe. ~~ Son ee 
— 7 Rights Prices for WANTED STYLES 
pi Protected a 
- rotecte ° ° . 
' An Extra Editorial Service Sell Us Your Left Over 
to “Recorder” readers, free 
aan ° ° New York Export Purcnasinc Corp. 
ELL, SAMPLES GLADLY FURNISHED for the asking, with authen- 596 Broadway, N. Y. City 
ino Primrose Novelty Corp. tic information on current ar 
» and Room 332, Bible House, problems. Or Entire Stock for Cash 
New York City 
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STORE SUPPLIES 








Milbradt 
Ladders 


| Made for 49 years 
=| by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Le Get our price before 
placing your order 
wet Milbradt 
‘=| Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 











QSTABLISHED 


LABELS 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Cos 
[ag0k Canton a —aat3 PROM E RD 
263-271 LEXINGTON AVE, BROOKLYN. mY 

AMERICA’S CREATEST - ~ 
SHOE CARTON @& LABEL MPCS 








- Go wear the Ocean its called. 
The 

So modem in equipment and 

well conducted it is known as 

one of the Worlds finest Hotels 


Pee . 





Satins Leading 


AusTIN, TEx. (UTPS)—Satins are 
leaders with the Betty Lee Shoppe of 
Austin, Tex., according to Manager B. 
J. Joseph. Brocaded satins and bro- 
caded velvets are having a fine demand, 
says Joseph. Black is selling in about 
forty per cent of his sales, with the 
one-strap models in a big lead. 

Matrons are demanding a conserva- 
tive heel and a last that is more narrow 
than last season, while the younger wo- 
men are asking for twenty-two eighths 
in the heel and a slight tendency 
toward the narrow last. 





Nashville Shoe Men 
Plan Retail School 


NASHVILLE, TENN. (UTPS)—Fol- 
lowing considerable discussion at the 
“Good Will” meeting on Nov. 10 of the 
Nashville Shoe Retailers Association, 
plans were laid for the establishment 
of a retail shoe salesmen’s school, with 
the object of giving better service and 
establishing higher standards. The 
first session will be held Nov. 22, ac- 
cording to present plans. 

Allen eadors, of the John A. 
Meadors & Sons shoe store, spoke on 
“Good-Will Salesmanship,” J. E. Callo- 
way, of the All America Shoe Store, on 
“Good-Will Adjustments,” and Morris 
Ellis, of the Ellis Shoe Co., on “Good- 
Will Advertising,” at what had been 
designated a “Good-Will” meeting of 
the association. 

Mr. Meadors defined good will as the 
power to inspire confidence. “After 
all,” he said, “the foundation for good 
will and confidence lies in the good will 
and personality of the salesman.” From 
the point of view of the customer Mr. 
Calloway was of the opinion that a 
salesman must strive to make the cus- 
tomer appreciate the workings of the 
shoe industry so he may appreciate the 
service rendered him. On the matter 
of adjustments he said the salesman 
should always try to put himself in the 
place of the customer. 

Speaking on good will in advertising 
Mr. Ellis declared the basis of all good 
advertising is truth. Every line of ad- 
vertising ‘must be Backed. up by the 
product and by service, he said, because 
if the customer came in and found the 
ad a fake, he would be lost forever. 
That, it was declared, -is always a se- 
rious damage to good will. 

J. D. Gillis of the Maxwell House 
Shoe Company was selected as Nash- 
ville’s representative on the National 
Shoe Advertising .Campaign. 


Weather Slows Down Shoe 
Trade-in Rochester, N. Y. 


Rocuester, N. Y. (UTPS)—October 
was not an especially good month for 
most shoe retailers here, according to 
reports made by the principal stores. 
The weather was blamed by most 
dealers, who pointed out that continued 
warm weather held up the sale of fall 
and winter models. Most dealers re- 
ported sales for October about the 
same as October, 1926, some reported 
sales less than the same month last 
year, while only one or two dealers re- 
ported them more. Among the latter 
was Forman’s, enjoying an increase of 
about 10 per cent. 


William Pidgeon, Jr., head of Pid-‘ 


geon’s Shoe Store, believes that the 
falling off in October sales was due not 
so much to the weather as to the change 
in buying habits of the public. People 
now, he said, are buying large units 
on the installment plan, mortgaging 
their future incomes, with the result 
that retailers of small units, who sell 
mostly for cash, such as shoe dealers, 
suffer. Installment buyers must make 
their payments regularly, he pointed 
out, and thus do not always have the 
necessary money to purchase shoes. 
Another point he made was that con- 
sumers’ buying habits as regards sea- 
sons are changing. No longer does the 





shoe dealer enjoy a spring and falj 
buying trade, he said, claiming that the 
falling off of sales in October shows 
that consumers now are doing most of 
their buying in the spring. He saiq 
that shoe dealers would be wise to stock 
up in the spring and clean house ang 
tighten up in the fall, in order to regy. 
late their business to the habits now 
being formed by the public. 


Urges More Use of 
Phone in Selling 


CoLuMBus, OHIO (UTPS)—Shoe re. 
tailers in Ohio are urged by C. E. Ditt. 
mer, secretary of the Ohio Valley Re. 
tail Shoe Dealers Association, to make 
more use of the telephone in promoting 
sales of footwear. He has found upon a 
rather extensive investigation that 
comparatively few retailers in shoes 
and managers of shoe departments in 
department stores make full use of the 
splendid sales promotion possibilities 
which are afforded by a more liberal 
use of telephone service. 

Progressive stores throughout the 
country, Mr. Dittmer believes, in almost 
every line of retailing are increasing 
their use of the effective and inexpen- 
sive method of stimulating sales volume 
through direct contact with the indi- 
vidual customers. Every store, whether 
large or small, has a number of sales 
people with good telephone voices, with 
leisure time (particularly in the morn- 
ing hours when women customers can 
be reached at home), who can stimulate 
sales to a large extent by the judicious 
use of the telephone. It is found that 
both men and women customers, in- 
stead of resenting this telephone ap- 
proach, appreciate it, if they are satis- 
fied that the store has their particular 
needs in mind before making the call. 
Of course, like anything else, it can be 
everdone to the serious detriment of 
the store. 

Mr. Dittmer points out that calling 
customers, when a new line of shoes is 
received to apprize them of the new 
styles and models, is sure to bring in 
additional sales volume. 

It will be found, Mr. Dittmer be- 
lieves, that by planning a campaign of 
this sort the sales people are offered 
another avenue of selling and it causes 
them to be more interested in their cus- 
tomers when they visit the store. 


Blacks Big Sellers 


AusTIN, Tex. (UTPS)—Black shoes 
in straps are in leading demand for the 
Carl H. Mueller shoe store of Austin. 
Oxford sales have been unusually slow, 
all caused by the continued warm, dry 
weather. Mueller is expecting a large 
pick-up in oxford sales during the first 
weeks of November with the coming of 
cooler weather. 

Dress slippers still show a great deal 
of ornaments and ornamented straps, 
while shoes in general show a tendency 
toward a more narrow last. Plainer 
shoes is a noticeable demand. 

College trade is good with Mueller 
during the past few days, as the ma- 
jority of the college girls come [ur- 
nished with shoes for the first two 
months of the season. A very favor- 
able increase in sales during the past 
month is shown over the same period 
last year. 
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B When You come to New York 
Women’s Look us up! 






















$3.00 Our style pickers are continually creating quick 
selling models. We operate on a large scale and 
to work on “low overhead”; consequently, our lines 
$6 represent superior quality and styles to retail at 
O00 these prices. To get in touch with us means addi- 
: tional profits to you. 27211 Patent Two Straps and Center Buckles, S i ith $ 
Retailers s ps an enter Buckles, Short Vamp with Spike Heel A ~ 8 






$3. 
7212 Patent Two Straps and Center Buckles, Short Vamp with Cuban Heel A to C 
$3.60 















2 
a 272 
Lazarus Fried & Sons, Inc. 27213 Patent Two Straps and Center Buckles, Short Vamp with Baby Heel C $3.60 
27216 Patent Two Straps and Center Buckles, Modified Last, Spike Heel C $3.60 
120 DUANE STREET NEW YORK CITY 27210 Patent Two Straps and Center Buckles, Modified Last, Baby Heel C $3.60 [J 





























from The Boot and Shoe Recorder, 


November 5th, 1927 JJ A \ ca 











through with your 
fe- I had a most interesting new fab- 
d. ric shown me recently, this week in 3 
fact. It comes from Japan. Many + 
an of you may have seen it. It isa x 


en’ 
ed woven fabric of a very fine straw, 


at the Astor 

Ce Style Conference a is not so promising in the hand, but as 5 
«xy isive you recognize that from Europe has 
Wi “Mme. Helene Volka, fashion the been coming a stream of expensive 
authority, walked away with the ew purses in this very fabric, you real- 

preliminary session of the Joint os F : — 
Shoe Style Conference in New ssi- ize that the proof of its practicality 
York this week when she in- actly is already made; but what is the use a 
jected the theory of related en- of presenting such shoes to a woman 
fashions and gave the great shoe who finds no purse looks well with 
=— - —, os ~ ave that? I would like to have that in | 
——_—- con- ahat. So in talking to the man who 
nd- introduced it to America, I begged 
Bide him to consider the hat, the belt, and 
the purse people and do whatever he 
en- could before he presented it as a shoe 
at movement to help the shoe people by 
os- coordinating the whole idea. He saw 
hat the common sense of it. It is a 
nt it break to put a novelty shoe on of 
p, a that nature after we have been fully 
working to prevent those breaks. 












































said—»> 


This “Interesting New Fabric” 
JAPANESE TOYO CLOTH 


is imported by 


MARCUS A. HEYMAN 


15 East 26th Street, New York 







































FRED A. LYONS THE BERNARD CO. 
1709 Locust St., St. Louis 85 South Street, Boston 
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Featherweight Ice Creepers! 


Thoroughly practical. Easily 
attached and removed. They 
grip and hold securely. 


Made with woven strap and 
buckle. 


Size No. 3 for Men, Size No. 
2 for Ladies, Size No. 1 for 
Cuban Heels. 


Good Business 


Whenever Greeley Boudoirs are stocked, 
they usually find a good business for 
themselves. Because they are everyday, 
sensible slippers, with. 
leather or rubber heels, 
made of black or colored 
kid, carried in stock for 








IN immediate delivery. If . 
STOCK aoe Dealer's price $4.00 per dozen 
36 Pair Cases pair. 

Deliveries At Once A Money Maker! os an a et aon” ” 
A. W. GREELEY CHURCHILL MEG. CO., Inc. 
278 Thorndike St. Lowell, Mass. 
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M% 12 Duncan Street - - - Haverhill, Mass. ~~ 
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4 BOOTS AND SHOES 
Serves in 
Artistic Shoe Co., Brooklyn, N. Y....., 94 
Getting More Shoes Sold Right; not only “more” but “right”; sold 2 
for the right purpose, to the right wearer, in the right fitting, for the See Ge De Saban, ibe 






right price, at the right profit. This is the great problem of the retail 
shoe merchants. The chief purpose of THe Boot anv SHOE REcoRDER Baker, Geo. W., Co., Brooklyn, N. Y.... 119 
is to help solve it; for this is the basic problem upon which depends Bass, Geo. H., Co., Wilton, Me...... . 8 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution SuteSer Ch, San, Beaiiyn, H. Y.... 1 
Beacon Falls Rubber Shoe Co., Beacon 
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Next Week 


you will find 
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Boot and Shoe 


Recorder 








N 1910: Nick Bahouth, a Syrian 

emigrant, who could not speak 
English, got a job as a hand welter 
in the Nettleton factory in Syracuse. 

In 1914: Nick Bahouth was told 
by a doctor that he had T. B., so 
could not work inside any more. 

In 1927: Nick Bahouth, who now 
speaks correct English without an 
accent, is the proprietor of a shoe 
store doing a volume of $100,000 in 
high-grade shoes alone, is well, owns 
his own home and his business, to- 
gether with considerable property in 
town. That’s what America did for 
him—and what he did for America. 

Anyone who is pessimistic on the 
shoe business should hold himself in 
readiness to read the Nov. 26 issue 
of the BooT AND SHOE RECORDER. 
Many a man has truthfully said, 
“The shoe business is the greatest 
business of opportunity in America.” 
Our Field Editor has found that he 
has yet to go into a city or town 
where there is not at least one store 
that has increased its sales year 
after year. As Ken Watters of 
Buffalo puts it, “You have got to be 
good to be successful in the shoe 
business—you have got to be much 
better than the average to get by.” 


HERE are many good Helpful 

Helps to a Profit scheduled in 
our Nov. 26 issue. The retail execu- 
tives of shoe stores in America con- 
centrate their confidence in the 
BooT AND SHOE RECORDER, because 
they can get accurate information. 
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Shoes VS. Romance 


ROM time immemorial shoes and weddings have been as- oon, sess wenn, The madsen telde 


In Colonial days, bridal shoes of | 
buff silk, embroidered with flow- | 


sociated in popular romance. The custom of throwing an must have white satin pumps for | 
the ceremony, and a complete | 


old shoe after the bride is still observed. In Anglo-Saxon shoe wardrobe for her honey- 
: ste — moon trousseau. Since she must 
weddings the shoe was as indispensable as the ring is with us endless, tear dens dhaudd 
today. During the ceremony, the bride passed her shoe to the be equipped with (elastic— 
: , , Th ality Box Toe. 
bridegroom, who gently tapped the maiden on the head with oe Sat See 


it to signify his future authority. 
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